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WE HAIL... 


a 


Our splendid field force with life insurance sales in 1950, 
1951, 1952, and 1953 surpassing all previous high levels 
. and with a head start for a still higher all-time 
record in 1954... 
The 82 Massachusetts Mutual members of the 1954 Million Dollar 
Round Table. (65 in 1953 when only three companies had more)... 


The 36 representatives who placed $1,000,000 or more ordinary 
in the Massachusetts Mutual in 1953 . 


The 166 Massachusetts Mutual men and women who wear the C. L. U. 
key. Only five companies have more . . . 


The 515 qualified members of the Massachusetts Mutual Leaders Club 
for 1954 who had a 1953 sales average of $576,218 . . . 


Our 354 representatives who received the 1953 National Quality 
Award — exceeded by only five companies . . . 


Our two top group producers who tied for leadership, each with 
1953 sales of $4,126,929 ... 


The 71 members of our 1952-53 Home Office Schools for Career 
Underwriters who delivered an average of $188,000 in 6 months 
following attendance and . 


Henry Hays of our Rochester Agency with 1953 
sales of $4,100,371 ordinary in our company, the 
largest volume ever sold by a Massachusetts Mutual 
agent in a single year. 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
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SMOOTH SAILING FOR THE 








MAN FROM EQUITABLE 


A noteworthy combination of insurance and retirement benefits protect him 
under one of the finest over-all security programs in the business 


Insurance for the insurance man—Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Equitable repre- 
sentatives includes: 

® group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 


*for agent, wife and minor children 


More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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Commissionless 
Federal Group Stirs 


Varying Responses 


Nobody Likes It But Views 
Differ on Which Course Will 
Prove Least Detrimental 


By ROBERT B. MITCHELL 
NEW YORK—tThe vigorous action of 
the Indiana Assn. of Life Underwriters 
in denouncing the absence of pro- 
ducers’ commissions in the proposed 
federal employes group insurance plan 
serves to spotlight the sharp division 
of opinion in the ranks of field men 
as to the wisest response to the no- 
commission challenge. 

Nobody likes the government’s de- 
mand that the plan be written ex 
commissions but there are still many 
who feel that as a choice of evils the 
national council of the National Assn. 
of Life Underwriters chose the lesser 
when it decided to go along with the 
no-commission arrangement. 

e e e 
This is not to say that anybody is 
really happy about the no-commission 
arrangement, any more than they were 
at the recent midyear meeting of 
NALU at New Orleans when the na- 
tional council gave a reluctant green 
light. The viewpoint of those who feel 
it is better to roll with the punch is 
more or less in line with that expressed 
by David B. Fluegelman, Connecticut 
Mutual, New York City, immediate 
past president of NALU, in presenting 
the resolution at New Orleans as chair- 
man of the group committee. This is 
that it would be wise to accede to the 
plan for the good of the life insurance 
industry as a means of facilitating the 
underwriting of the federal employes 
coverage in private insurers rather 
than through self-insurance. 
Lurking in the background, of course, 
Is not only the spectre of a federally 
operated insurer to cover federal 
civilian employes but the even more 
sinister spectre of such an agency gob- 
bling up more and more types of 
groups: state governments might soon 
be asking to get in on it, and private 
industry might well find itself attracted 
to the low costs of a tax-favored tax- 
subsidied federal insurance plan. By 
setting federal employes insured in 
private insurers, even though at the 
sacrifice of commissions, the pattern 
will be set and it would be more dif- 
ficult for some future more socialistic 
administration to switch the plan to 
self-insurance. At least that is the 
way the argument goes. 
_The difference of opinion among 
field men is indicative of the hard 
choice that faced the national council 
at New Orleans. The matter is almost 
entirely one of principle. The govern- 
ment initiated the negotiations. Nobody 
ls being done out of a commission that 
he has earned. But the fear is that if 
it is held to be right in principle for 
the federal government to buy group 
Coverage without acquisition cost, why 
(CONTINUED ON PAGE 14) 
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Canada Life Officers 
Elect A.B. Matthews 
at Annual Parley 


A. Bruce Matthews, president of Ex- 
celsior Life, was elected president of 
Canadian Life Insurance Officers 
Assn. at its annual meeting in Monte- 
bello, Que. He succeeds G. L. Holmes, 
Manufacturers Life. 

E. C. Gill, Canada Life, was named 
1st vice-president; F. W. Hill, Crown 
Life, 2nd vice-president, and A. M. 
Campbell, Sun Life, honorary treas- 
urer. 

Speakers were Edmund Fitzgerald, 
president of Northwestern Mutual 
Life; Jack R. Morris, vice-president 
and director of public relations of 
Business Men’s Assurance, and presi- 
dent of Life Insurance Advertisers 
Assn.; K. R. MacGregor, Canada’s 
superintendent of insurance; J. P. Fer- 
guson, publicity executive of London 
Life; R. M. Fowler, president of Cana- 
dian Pulp & Paper Assn.; E. G. Burton, 
president of Robert Simpson Co., and 
Professor E. D. MacPhee of the Uni- 
versity of British Columbia. 


Mr. Holmes in his talk said the ir- 
regularity of medical expenses can be 
met adequately by private insurance, 
except that no voluntary plan can 
achieve universality. This is not essen- 
tial, however, he opined, because the 
public is used to buying many sub- 
stantial items on time and can meet 
medical expenses by the same device. 
Unbearably heavy expenses striking 
the occasional individual constitute a 
more difficult problem, he said, and 
is an area that needs attention. 

Mr. Fitzgerald stressed the impor- 
tance of preserving individual per- 
sonality in dealing with policyholders. 
In the life insurance business, he said 
responsibility does not increase in pro- 
portion to size. Every officer in every 
life company, regardless of size, has 
essentially the same responsibilities to 
his company, his policyholders, the 
community and his nation. 

Mr. Morris stressed the need for 
life companies to organize a public re- 
lations program that will enable them 
to channel communications to the 
public in a proper manner. 
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Prudential Not to 
Insure Any Further 
Mutual Fund Plans 


NEWARK—Prudential has notified 
its group field force that it is not en- 
tering a program of group creditors’ 
insurance to cover the installment pur- 
chase of shares in mutual funds. 

“During the Prudential’s explora- 
tion of this entire subject, one case 
was underwritten,” the company’s news 
release states. “In this particular case 
life insurance is a component part of 
the mutual fund plan. To purchase 
shares, one must be gainfully employed 
and not over age 55. All purchases are 
automatically covered by group cred- 
itors’ insurance. 

“The Prudential, however, is not 
seeking or accepting any further group 
creditors’ insurance in connection with 
mutual funds of any kind.” 

The case referred to is the Axe in- 
sured investment plan, said to be the 
first mutual fund plan in which group 
life insurance coverage to insure com- 
pletion of the program is automatic 
for all buyers. 


Davis Heads New 
Illinois AGH Assn. 


Roy Davis, Illinois Mutual Casualty, 
Peoria, was elected president of the 
newly-formed Illinois A&H Underwrit- 
ers Assn. at its organizational meeting 
at Springfield. The new association was 
formed by representatives of the Chi- 
cago, Rockford, Peoria, and Springfield 
associations. William G. Coursey, man- 
aging director of the International as- 
sociation, participated in its formation. 

Immediately following the meeting, 
representatives visited the state house 
where Director Robert Barrett con- 
gratulated them on what he termed a 
strong step toward greater recognition 
for the A&H business in Illinois. 

Other officers are Deems Maupin, 
Business Men’s Assurance, Springfield, 
and Irving Wessman, Loyalty Group, 
Chicago vice-presidents, and Robert 
Hines, Mutual Benefit, Rockford, sec- 
retary. 

Elected directors were William Eyre, 
Illinois Mutual Casualty, Peoria; Ray 
Case, Mutual Benefit, Springfield; 
William Manzelman, North American 
Accident, Chicago, and William Hayes, 
Mutual Benefit, Rockford. 











Late News Bulletins... 








‘Names Subcommittee to Probe Welfare Funds 


WASHINGTON—Chairman McConnell of the House committee on education 
and labor has named as a subcommittee to investigate union welfare funds 


Smith of Kansas, Bosch of New York, 


Holt of California, Rhodes of Arizona, 


Republicans, and Barden of North Carolina, Lucas of Texas, Wier of Minnesota, 


and Miller of Kansas, Democrats. 


McConnell indicated that the subcommittee is interested in “imprudent han- 
dling” of welfare funds created through collective bargaining, whether they 
are “innocently dissipated” or “systematically pilfered.” His committee will 
not undertake to prosecute malefactors, he indicated, but will try to find out 
whether opportunity for abuses exists. If so, he said legislation to protect the 
interests of beneficiaries of the funds will be necessary. 

Chairman Ives of the Senate subcommittee that is studying welfare funds 

(CONTINUED ON PAGE 16) 


NALU Commitee 
Sessions to Precede 


National Council 


Sales Seminar, GAMC Will Be 
Non-Concurrent, So Managers 
Can Hear Selling Talks 


NEW YORK—Scheduling of com- 
mittee meetings in their former pre- 
national-council spot is the biggest 
change that National Assn. of Life 
Underwriters is making in its annual 
meeting format this year. 

The system of having the committee 
reports discussed and in many cases 
amended at the national council meet- 
ing, with committees holding their 
meetings subsequently, has drawn con- 
siderable criticism because of poor at- 
tendance at the committee gatherings. 
There has been a disposition to con- 
sider that the committee business had 
all been taken care of in the national 
council session. 


Released this week, the timetable for 
the Boston meeting Sept. 20-24 has the 
committee sessions slated for Monday 
morning. The national council will meet 
Monday afternoon and Tuesday morn- 
ing. The trustees will meet Monday at 
6 p.m. to consider committee reports 
discussed in the national council that 
day. They will meet again at 5 p.m. 
Tuesday to consider the remaining re- 
ports. 

The custom has been to hold the na- 
tional sales seminar at the same time 
as the General Agents & Managers Con- 
ference meeting. However, many man- 
agers like to hear what the sales sem- 
inar speakers have to say, so the meet- 
ings are’ being made non-concurrent. 
The agents’ forum conducted by the 
committee of agents will be at the 
same time as the GAMC meeting, 
Tuesday afternoon. 

Except for the American Society of 
CLU forum on chapter activities, 
Wednesday afternoon is being left 
open for entertainment and relaxation. 

Following is the complete timetable 
for the meeting: 

Saturday, Sept. 18 

10 a.m.—American Society of CLU directors, 
all day. 

2:30—NALU board of trustees. 

Monday, Sept. 20 

9 a.m.—American Society of CLU directors, 
all day. 

9:30—NALU committee meetings. 

1:30—Meeting of national council. (There will 
be an evening session if desired). 

4:00—Women’s Quarter Million Dollar Round 
Table business meeting. 
6:00—NALU board of trustees. 
Tuesday, Sept. 21 

9 a.m.—Meeting of national council, forenoon. 

12:15—GAMC luncheon. 

2 p.m.—GAMC business meeting and program 
session. 

2 p.m. Agents’ forum. 

2 p.m.—American College trustees. 

4 p.m. Committee of agents. 

5 p.m.—NALU board of trustees. 

6 p.m.—WQMDRT reception and dinner. 

6 p.m.—American College trustees dinner. 

8 p.m.—GAMC panel discussions (1) ordinary 
(2) combination. 

‘Wednesday, Sept. 22 

8:15 a.m.—American Society of CLU break- 
fast. 

9:15—General convention session. 

12:15—WQMDRT and women underwriters 
committee joint luncheon. 

(CONTINUED ON PAGE 12) 
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Ill. Backs Up Nat'l 
Assn. on U.S. Group; 
Asks Say for Agents 


W. R. Moore Elected at 
Decatur; Chicago Gets 
All NALU Location Votes 


By CHARLES C. CLARKE 

DECATUR, ILL.—The stand of 
NALU in connection with the govern- 
ment’s proposal for providing group 
coverage for federal employes was en- 
dorsed by Illinois Assn. of Life Under- 
writers at its annual meeting here, 
though a resolution passed contained 
two recommendations that would bring 
into sharper focus the agent’s role in 
the matter. 

The association asked that the serv- 
ices of agents be used “whenever pos- 
sible in the installation, servicing and 
conversion of such coverage,” and that 
the group committee of NALU or its 


representative “be a party to the nego- 
tiations and formulation of the pro- 
gram.” 

The action of the Illinois agents was 
in marked contrast to that of the Indi- 
ana association which at its annual 
meeting urged NALU to reverse its 
stand, terming the government’s pro- 
posal “a plain and simple rebate” and 
a stepping stone for a new system of 
social insurance. 

Despite the fact that no commissions 
will be paid agents, NALU endorsed the 
proposal in principle, since the cover- 
age would be written by private in- 
surers, but urged the services of agents 
be utilized to the extent practicable. 

W. Robert Moore, Connecticut Mu- 
tual, Decatur, was elected president. 


He succeeds Edson H. Chapman, Met- 


ropolitan, Chicago. A. F. Moore, North- 
western Mutual, Ottawa, was named 
Ist vice-president; C. E. Lindstrom, 
Travelers, Evanston, 2nd vice-presi- 
dent, and Glenn E. Lupton, Prudential, 
Peoria, secretary. New directors are A. 
D. Crow, Lincoln National, and Roy D. 
Simon, Penn Mutual, both of Chicago; 
Donald K. Kissinger, Massachusetts 
Mutual, Decatur, and Mr. Chapman. 
The meeting was staged in connec- 




















THESE FACTS ARE 
IMPORTANT! 


When 1953 ended we had 

in force and $288,069,407.82 in 
$1,013,741,546 of life insurance 
assets. Since 1895 we have paid 
more than $256,026,000 in claims. 
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W. Robert Moore, Connecticut Mu- 
tual, Decatur, new president of Illi- 
nois Assn. of Life Underwriters, shown 
with Edson Chapman, Metropolitan, 
Chicago, the retiring president. 


tion with the annual Decatur sales con- 
gress, for which Chester D. Walker, 
American United Life, was moderator. 

The association also voted unani- 
mously for Chicago as a location for 
the new home of NALU. Votes were 
not taken on second and third prefer- 
ences. Strong opposition was voiced to 
increases in social security benefits and 
plans were made for a “get in touch 
with your congressman” campaign so 
they will know how the insurance man 
views the changes. 

Developments surrounding the gov- 
ernment’s group proposal were ex- 
plained by Robert R. Reno, Jr., Equi- 
table Society, Chicago, chairman of the 
state committee on law and legislation, 
and John D. Moynahan, Metropolitan, 
Berwyn, an NALU trustee and past 
president. 


Recommending a “wait and see what 
happens” approach, Mr. Moynahan 
warned considerable harm can be done 
the business if agents take a firm stand 
against the plan. He cautioned against 
agents coming out with statements that 
“appear totally selfish’ and give the 
idea they are opposed because they will 
not realize any commissions. It’s a mat- 
ter of selecting the lesser of two evils, 
he said, ending up with a situation 
where at least the agent will get paid 
for whatever services he performs. The 
alternative is self-insurance, he ob- 
served, and this is a fire that if started 
could extend to local governments. 
Agents would be able to justify serv- 
ice charges, but he added he does not 
see how payment of commissions to an 
individual agent or agents could be de- 
termined. 

A convention innovation in the form 
of two informal panel discussions was 
sponored by Illinois Round Table, a 
session on the uses of life insurance in 
solving tax problems being conducted 
by Frank C. Toombs, Springfield tax 
analyst, and another on the sales pro- 
cess and business insurance by Rusell 
C. Logan, Ohio State Life general agent 
at Bloomington. Explaining proposed 
tax law revisions, Mr. Toombs said 
there are more than 3,000 changes 
which may substantially affect the 
business lives of proprietors, partner- 
ships and corportions. He deplored the 
House proposal to tax income of pro- 
ceeds of life insurance contracts pur- 
chased by employe benefit plan trus- 
tees, urging his audience to protest to 
the Senate finance committee. 

Prospecting received considerable at- 
tention at Mr. Logan’s session. It was 

(CONTINUED ON PAGE 15) 


Elect R. G. Mathews 
in Mich.; Chicago 
Gets NALU Site Vote 


FLINT, MICH.—Roy G. Mathews, 
Wisconsin National Life, East Lansing, 
was elected president of Michigan 
Assn. of Life Underwriters at the an. 
nual meeting here during which mem. 
bers went on record as opposing pend- 
ing federal legislation to broaden social 
security benefits and also endorsed 
Chicago as the best location for the 
NALU headquarters. building. Mr, 
Mathews succeeds Ernest R. Tonkel, 
Ohio National Life, Grand Rapids. 

New vice-presidents are Harry N, 
Phillips, Sun Life, Detroit; Elwin Reed, 
National Life of Vermont, Battle Creek; 
Thomas Hawkins, Equitable of Iowa, 
Jackson, and C. B. Bauslough, Manu- 
facturers Life, Port Huron. Harold C, 
Brogan, Ohio National Life, Lansing, 
was reelected secretary. 

The 300 agents attending adopted a 
resolution unanimously endorsing the 
NALU trustee candidacy of Mr. Phil- 
lips. Membership was reported at an 
all-time high of 1,760, compared with 
1,592 last year. Detroit was awarded 
the 1955 convention, with Lansing and 
Grand Rapids both extending bids for 
the 1956 meeting. 

The pending social security measures 
were portrayed by E. H. O’Connor, 
managing director of Insurance Econ- 
omics Society, as the latest manifesta- 
tion of the alarming trend toward soc- 
ialization of the industry. 

Curtis E. Patton, Great-West Life, 
Pontiac, was elected president of Life 
Insurance Leaders of Michigan, whose 
annual meeting preceeded the MALU 
sessions. Russel Moore, Mutual Bene- 
fit Life, Lansing, was named vice- 
president. The leaders’ group voted to 
establish a scholarship at Michigan 
State College. 

Other speakers at the general meet- 
ing were Lester C. Schriver, managing 
director of NALU; Graham A. Walter, 
Canada Life, Milwaukee; C. S. Ohsner, 
John Hancock, Columbus. 

Addressing the leaders’ meeting were 
A. H. Kollenberg, Mutua! Benefit 
Life, Grand Rapids, and Charles E. 
Irvin, assistant professor of speech at 
Michigan State College. 


Midwestern United 


Omitted from Table 


Midwestern United Life of Fort 
Wayne was inadvertently omitted from 
the table of 1953 new business and in- 
force in Indiana that appeared in the 
issue of April 30. 

Midwestern United’s new ordinary 
business in Indiana last year totaled 
$19,532,857.00 while new group busi- 
ness was $753,600.00. Ordinary in force 
at the year-end was $65,000,138.00 
while group in force was $5,434,200.00. 
Total of business paid for in Indiana 
last year was $20,286,457.00; total of 
all business in force in Indiana as of 
December 31, 1953, $70,.434,338.00. 


Mallard in Md. Post 


Joseph F. Mallard, Jr., has been ap- 
pointed head of Prudential’s group of- 
fice in Baltimore to supervise sales 
and service throughout Maryland. He 
has been with the company since 1948 
and for the past eight months has been 
district group service manager at 
Baltimore. Previously he was with the 
company’s group organization in the 
midwest. 











e Irvin F. Kennedy of Richmond has 
been appointed assistant manager of 
Home Life there. 
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NY. State Assn. 
Urges Regulation of 
All Pension Plans 


Opposes Group Coverage in 
Mutual Funds; for N. Y. Area 
Unanimously as NALU Home 


The New York State Assn. of Life 
Underwriters at its annual meeting in 





ng. Mr, Rochester adopted 
| Tonkel, resolutions urging 
pids. that all pension 
jarry N, and welfare plans 
vin Reed, be put under in- 
le Creek; surance depart- 
of Iowa, ment supervision; 
1, Manu- expressing opposi- 
larold C. tion to the writing 
Lansing, of decreasing 

group term insur- 
dopted a ance on _install- 
‘sing the ment investment 
fr. Phil- Benjamin Salinger plans; and object- 
od at an ing to the use of 
red with | Jife insurance terminology in the pro- 
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posed “variable annuity” plans. 
The delegates also voted unanimous- 











bids for |jy for the New York City area for 
NALU headquarters, indicating a pre- 
neasures |ference for buying the present Bank- 
Connor, jers National Life home office building 
e Econ- at Montclair, N.J., as being purchas- 
anifesta- | able for approximately the amount of 
ard soc- | money already in the building fund. 
} Harold Baird, Northwestern Mutual, 
st Life, |a member of the New York City loca- 
of Life | tion committee, pointed out that a 
1, whose 
MALU OFFICERS ELECTED 
1 Bene- President—Benjamin D. Salinger, 
d vice- | Mutual Benefit Life, New York City. 
voted to Vice-president—Stuart Payne, Se- 
lichigan [curity Mutual, Binghamton. 
Secretary-treasurer—Henry __Lipes, 
1 meet- | Phoenix Mutual, Syracuse. 
anaging National committeeman—Frank Al- 
Walter, | berts, Aetna Life, Rochester. 
Ohsner, Executive secretary—Spencer L. Mc- 
Carty, Provident Mutual, Albany. 
ng were Regional _vice-presidents—Albany, 
Benefit | Robert Langford, Mutual of New York; 
irles E. | Buffalo, Joseph Desmon, John Han- 
eech at | cock; Syracuse, Don Shopiro, Mutual 
Benefit Life, Syracuse; Rochester, 
Louis Teall, New York Life; Bingham- 
ton, Charles S. Douglas, National of 
Vermont; Plattsburg, Lewis J. Mon- 
tani, Metropolitan Life; New York 
f Fort | City, Harry K. Gutmann, Mutual of 
>d from | New York. 
and in- 
in the } Study of the activities of the three top 
; staff members of NALU showed that 
rdinary they had several times as many meet- 
hg ings to attend in New York City as in 
done any other city, indicating that the 
1. 138.00 New York City area is the best loca- 
200.00. tion from the point of view of staff 
ndiana | 'Tavel time and expense. 
otal of The state association gave its offi- 
2 as of |cers and finance committee a vote of 
00. confidence on their handling of the 
matter of setting up a plan under 
which domestic companies would con- 
en ap- |'Tibute to state association work as 
up of- |“industry associates” or some similar 
» sales | designation. 
nd. He David B. Fluegelman, Connecticut 
e 1948 |Mutual, New York City, reported as 
8 ge a member of the state advisory board 
th Pen that license applications for agents en- 
in the tering the business will have to be in 
Albany the Friday before the examina- 
tion day, Thursday, if the department 
nd has | Sllows the board’s recommendations. 
ger of Spencer L. McCarty, Provident Mu- 


tual Albany, state association execu- 





tive secretary, said the survey of life 
agents is complete for one area, eight 
other associations are nearly complete 
and the remaining eight are in vari- 
ous stages of completions. 

Mr. McCarty also warned again on 
the dangers of commingling. It was 
brought out that many of those present 
did not realize how many commonly 
accepted procedures are regarded as 
violations of the law against mingling 
funds from policyholders with the 
agency’s regular business funds. 





Cravey Exonerated 


in Maliciousness Case 


Georgia Insurance Commissioner 
Cravey and a state insurance investi- 
gator, T. S. Littlefield, have been ex- 
onerated of malicious prosecution and 
entrapping B. M. Brown, former Chat- 
tanooga manager of Bankers Life & 
Casualty, when he sold a policy in 
Georgia. 

Mr. Brown had sued for $125,000 on 
the grounds that he was illegally en- 
trapped by Mr. Littlefield in 1952 
when he answered a telephone request 
to go to a Georgia filling station to sell 
a policy to Mr. Littlefield, who was 
posing as the station attendant. He ad- 
mitted he had made no effort to re- 
strain his agents from selling in Georg- 
ia although the company’s Georgia li- 
cense had not been renewed in 1951. 

Judge Hooper ruled Mr. Littlefield’s 
actions did not constitute entrapment, 
that there was little doubt that Mr. 
Brown knew he was in Georgia and 
that his action was part of a course of 
conduct carried on by agents with Mr. 
Brown’s sanction. Mr. Brown was not 
awarded damages and was directed to 
pay court costs. He indicated he would 
appeal. 





e United American Life of Colorado 
has applied for a California license. 


N. E. Mutual Officials 
to Form Pension Panel 
at MDRT Convention 


Top officials of New England Mu- 
tual Life will participate in a panel 
discussion on pension planning at the 
annual meeting of the Million Dollar 
Round Table in Coronado, Cal., June 
15-18. 

O. Kelley Anderson, president, will 
serve as moderator. Panelists are Lam- 
bert M. Huppeler, vice-president, who 
will talk on “Executive Responsibili- 
ties’; John L. Stearns, vice-president 
and actuary, who will discuss “The 
Actuary’s Point of View,” and Sherwin 
C. Badger, financial vice-president, 
whose topic is “Investment Differ- 
ences.” 





N. Y. Two-Month Leader 


for Equitable of lowa 


NEW YORK—Equitable of Iowa’s 
Hoey & Ellison agency, of which Wal- 
ter W. Canner is president, led the 
company in paid volume and premiums 
for March and April and is the year- 
to-date leader in paid premiums. In the 
March drive to honor Equitable’s pres- 
ident, F. W. Hubbell, the agency paid 
for $908,915. In April the figure was 
$633,325. 


Ford Succeeds Huber 


Donald L. Ford has been appointed 
to succeed Verne W. Huber as general 
agent of Northwestern Mutual Life 
at Greensburg, Pa. Mr. Huber has 
been transferred to Oshkosh, Wis., as 
general agent. 

An army veteran, Mr. Ford joined 
the company’s Harrisburg, Pa., agency 
in 1946 and became district agent at 
Altoona two years later. 
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XENTUCKY LEADERSHIP 


More than 500 Commonwealth Careermen, covering all 


of Kentucky’s 120 counties, 


provide Kentuckians with a 


complete life insurance service. 


This State-wide coverage is reflected in the 1953 Kentucky 


sales and increase in insurance in force figures, released by 
the Commissioner of Insurance. 


Commonwealth’s sales of new insurance in Kentucky ex- 
ceeded those of the next three companies combined; and 
its increase in insurance in force exceeded the combined 
increase of the next four companies. 


INSURANCE IN FORCE, April 1, 1954—$724,380,720 


COMMONWEALTH 


Life Insurance Company 
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LOUISVILLE, KY. 





Life Counsel Assn. 
to Drop Half Its 


December Meetings 


Elections Shifted to Spring 
Conclave; John Barker, Jr., 
Is Elected President 


Assn. of Life Insurance Counsel at 
its meeting at White Sulphur Springs 
amended its constitution to make the 
spring gathering the official annual 
meeting and to hold the customary 
December meet- 
ings only in the 
odd-numbered 
years. 

Last December, 
as the pioneer or- 
ganization to im- 
plement the hold- 
fewer - meetings 
program of Amer- 
ican Life Conven- 
tion and Life In- 
surance Assn. of 
America, the coun- 
sel association vot- 
ed to eliminate the 1954 December 
meeting. The latest action represents a 
compromise between holding the De- 
cember meetings each year and elim- 
inating them entirely. 

A large reason for not wanting to 
drop the December gatherings alto- 
gether is that since they are held in 
New York City it is possible for many 





John Barker, Jr. 





OFFICERS ELECTED 

President—John Barker, Jr., vice- 
president and general counsel New 
England Mutual Life. 

Vice-president—Charles G. Dough- 
erty, 2nd vice-president Metropolitan 
Life. 

Secretary-treasurer—C hester L. 
Fisher, insurance relations assistant 
Metropolitan Life (reelected). 

Executive committee members—re- 
elected, Francis V. Keesling, Jr., 1st 
vice-president and general counsel 
West Coast Life; Clarence L. Peterson, 
vice-president and general counsel 
Ohio State Life; Dudley Porter, Jr., 
general counsel Provident Life & Ac- 
cident; new members, Webster Atwell, 
general counsel Great National Life; 
and Willis H. Satterthwaite, counsel 
Penn Mutual Life. 

Delegate to American Bar Assn. 
house of delegates—Robert Dechert, 
general counsel Penn Mutual Life (ré- 


elected). 





companies to send most of their junior 
legal staff members, as well as senior 
members, without undue expense or 
loss of time. Some companies send half 
the staff for the first day of the meet- 
ing and the other half for the second. 

Summaries of papers presented will 
appear in next week’s issue. 





Ogden Heads Officer Slate 


of Los Angeles Life Agents 


Robert G. Ogden, Jr., Occidental! Life, 
is the nominee for election as president 
of Los Angeles Life Underwriters Assn. 
at its annual meeting June 3. Other 
nominees are Fred W. Pierce, Connect- 
icut General, ist vice-president; 
Charles P. Houseman, Guardian Life, 
2nd vice-president, and Richard M. Ba- 
ker, Mutual Benefit Life, secretary. 

Speaker will be John T. Bernhard, 
research analyst. 





4 


HieNATIONAL UNDERWRITER 


May 28, 1954 


es, 





— 





GAMC Releases 
Progress Report 


NALU’s General Agents & Managers 
Conference has published a progress 
report listing accomplishments and 
present and future projects, the latter 
predicated upon a membership of 4,500, 
a goal set for 1954 at the 1953 Cleve- 
land meeting. The brochure is being 
circulated to prospective members 
through a 48-man membership com- 
mitee, headed by Judd C. Benson, Un- 
ion Central Life manager at Cincinnati. 


The brochure lists a six-point pro- 
gram designed to improve management 
and its activities: Education and train- 
ing, giving a review of past and cur- 
rent round table study course and de- 
scribing a course in management meth- 
ods now being planned; management 
conferences at annual and mid-year 
NALU meetings, results of which are 
reported to members; area manage- 
ment conferences, with a record 22 
scheduled for 1954; help to local asso- 
ciations; community service, and col- 
lege training for agency management. 

The conference recently began the 


training campaign under the leader- 
ship of Mortimer Buckley, New Eng- 
land Mutual general agent at Dallas. 

In the field of community service, 
the Hartford plan has been effected, 
with Paul Conway, John Hancock gen- 
eral agent at Syracuse in charge. Un- 
der the plan, managers will help train 
Community Chest solicitors. 

Walter Gastil, Connecticut General 
agent at Los Angeles, has headed the 
work on a brochure “Guide to Local 
Programming” offered by GAMC as a 
service to local associations. The serv- 
ice is soon to be expanded. 
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READABILITY 


We think it is important for advertisers to know that subscriptions 
to The National Underwriter are sold at the advertised price, without 
premiums, package sales, tie-ins or give-aways of any kind. Our sub- 
scribers buy The National Underwriter because they want the paper 
for itself only. No Boy Scout knives or sets of dishes are thrown in 


to make it more tempting to buy. We have no “‘deals.”’ 


The point to remember is that free circulation papers and those 
that are sold only with other merchandise, or at a fraction of the 
stated price, are not well read and so not in demand. If they were, 


they could be sold without special inducements. 


By contrast, the subscribers of The National Underwriter, all of 
whom pay the full published price for it, read it eagerly, thoroughly, 
and with close attention. In brief, it has high readability. Because 
this is true, it is the first paper for any advertiser to use who wants to 


reach the quality insurance market. 
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Tells Indianapolis 
Managers How to 
Plan Own Estates 


Too often the life underwriter who 
does a lot of programming and estate 
planning falls into a routine in which 
he forgets that what he is dealing 
with is not figures and charts but rea] 
dollars and human lives, R. W. Hil. 
gedag, Indianapolis estate-planning 
and taxation attorney told members 
of the General Agents & Managers 
Assn. of that city. 

The same attitude of routine even 
carries over into the general agents 
or managers’ planning of their own es. 
tates, the speaker warned. Avoid the 
formula bequest, he advised. There 
has not been enough experience with 
it to date to be sure of its use and ef. 
fects. Don’t avoid the marital deduc. 
tion simply because a wife has prop- 
erty. “Get your tax deduction while 
it’s in the law, and give her the use 
of the tax saving while she lives.” 

Establish as many taxing units in 
the estate as possible, especially in 
the early years when renewal income 
is high. Distribute to a trust, the wid- 
ow herself, minor children, and even 
dependent relatives. 

Think twice before requiring equal 
distribution of income. If at all prac- 
tical, give trustees and guardians the 
right to distribute for needs. Be cer. 
tain to define in the will whether re- 
newals are to be considered income or 
corpus in any trust. Consider the ad- 
vantages of an inter vivos trust for 
renewals. 

The Oates case is a landmark that 
sets a favorable trend for all deferred 
compensation plans as well as for de- 
ferred renewals. However, after death, 
a trust will accomplish the same 
things the Oates plan does after re- 
tirement, and a trust gives the ad- 
vantage of multiple taxing units. 

The contract method, under which 
renewals go direct to the widow, has 
some serious drawbacks. It means she 
bears the entire burden of all the in- 
come tax since she is only one taxing 
unit. In most cases, a testamentary 
arrangement is better. 

Make sure it is clear in the will 
what you want done with renewals. 
Find out from a bank today what kind 
of a loan they’d make on a renewal 
account as collateral. That’s the ac- 
count’s true value for accurate estate 
planning, whatever the revenue de- 
partment sets as the value for tax 
purposes. Also find out from the com- 
pany how they will value your re- 
newals when the bureau comes 
around. That’s the value that will be 
taxed, whereas the collateral value is 
the value for the family. 

Mr. Hilgedag also pointed out that 
under the simultaneous death act, the 
marital deduction is lost in a common 
disaster. “Companies should put 4a 
simultaneous death provision in the 
options,” he declared. 


R. T. Stuart, Jr., Succeeds 


Father for Mid-Continent 


R. T. Stuart, Jr. has been advanced 
to president of Mid-Continent Life of 
Oklahoma City to succeed his father, 
R. T. Stuart, Sr. The elder Mr. Stuart, 
one of the founders of the company, 
continues as chairman. 

In other changes, P. C. Bennett, gen- 
eral counsel, becomes vice-president 
and general counsel; Phil Bird, mana- 
ger of the Oklahoma City agency, ad- 
vances to vice-president in charge of 
the agency, and J. B. Freeny, field 
agencies director, adds the title of vice- 
president. 











Det 


NEV 
begin | 
derwri 
iness S' 
sary t 
otherw 
solely | 
velopet 
which 
was iss 
retary 
of New 
nar at 
ers. 

Ther 
policy 
but ex] 
teriorat 
Solutio: 
for imr 
found « 
he decl 
next fe 
To say 
be false 
iness. 

“Shal 
years @ 
public : 
progres 
but by 
ness co! 
do it ev 

Mr. F 
running 
busines: 
legislate 
“to our 

“We |] 
out, “th 
happy v 
may be 
up with 

The | 
raised ¢ 
today is 
than on 
holders 
cancelle 
the num 
has gro 
years tl 
million 
in force 
be some 
teriorati 
dissatisf 
country 

Anoth 
of canc 
practice: 
wrong il 
public, s 

“Ty ag’ 
said. “I 
wrong f 
centagey 
we must 
with wh 
sequence 
A&H in: 
tection i 
will not 
occurren 
against!” 

Mr. P 
one-qual 
cancellec 
North C 
which g 
North Cz 
wide A& 
doing bu 
some 23 
contracts 
in 1952. 
cancellec 
about fiv 





XUM 


planning 
members 
[anagers 


ine even 
1 agents 
Own es- 
void the 
1. There 
nce with 
- and ef. 
1 deduc- 
aS prop- 
n while 
the use 
lives.” 

units in 
‘ially in 
| income 
the wid- 
nd even 


lg equal 
ill prac- 
ians the 
Be cer- 
ther re- 
come or 
the ad- 
rust for 


ark that 
deferred 
for de- 
r death, 
e same 
fter re- 
the ad- 
its. 

r which 
‘ow, has 
2ans she 
the in- 
2 taxing 
mentary 


the will 
>newals. 
1at kind 
renewal 
the ac- 
e estate 
jue de- 
for tax 
he com- 
our re- 

comes 
will be 
value is 


ut that 
act, the 
common 
put a 
in the 


ls 


at 


dvanced 
Life of 
. father, 
, Stuart, 
ompany, 


att, gen- 
resident 
, mana- 
ney, ad- 
arge of 
y, field 
of vice- 





May 28, 1954 


LIFE INSURANCE EDITION 


5 














GERALD PARKER AT BUREAU SEMINAR 





Says A&H Insurers Should Drop Health 
Deterioration as Basis for Non-Renewal 


NEW YORK—A&H insurers should 
pegin now to develop a method of un- 
derwriting and administering this bus- 
iness so that it will no longer be neces- 
sary to exercise the right to cancel 
otherwise renewable health insurance 
solely because a person insured has de- 
veloped a bodily infirmity or disease 
which did not exist when his coverage 
was issued, said Gerald S. Parker, sec- 
retary A&H department Guardian Life 
of New York, at the educational semi- 
nar at the Bureau of A&H Underwrit- 
ers. 

There are many good reasons why a 
policy ought to be cancelled, he said, 
but expressed the conviction that de- 
terioration in health is not one of them. 
Solution of the problem of cancellation 
for impaired health is not going to be 
found overnight, said Mr. Parker, but 
he declared “it can be done over the 
next few years—if we want to do it.” 
To say that no change is possible is to 
be false to the history of the A&H bus- 
iness. 

“Shall we remain where we were 15 
years ago—or 50—in our concept of 
public service?” he asked. “We do not 
progress by bowing to the impossible 
but by conquering it. American busi- 
ness companies, including our business, 
do it every day.” 

Mr. Parker warned that the time is 
running out and that if the insurance 
business doesn’t solve this problem the 
legislators are going to try to solve it— 
“to our sorrow.” 

“We know our business,” he pointed 
out, “they don’t. I don’t think we’d be 
happy with the kind of solutions which 
may be forced on us if we fail to come 
up with an acceptable one ourselves.” 

The reason so much fuss is being 
raised about the cancellation problem 
today is that while probably not more 
than one-quarter of 1% of A&H policy 
holders having cancellable policies are 
cancelled out in the course of a year, 
the number of persons having coverage 
has grown so enormously in recent 
years that there are now about 36.6 
million individual cancellable policies 
in force and one-quarter of 1% would 
be some 91,500 cancelled for health de- 
terioration, and “you can’t hide 91,000 
dissatisfied people, even in this big 
country of ours.” 

Another reason besides the number 
of cancellations is that the present 
practices of many companies are 
wrong in the judgment of the insuring 
public, said Mr. Parker. 

“I agree with that judgment,” he 
said. “I believe that a wrong is no less 
wrong for being a small wrong—per- 
centagewise or otherwise. I believe that 
we must, in the end, provide the public 
with what it wants or suffer the con- 
sequences. What the public wants is 
A&H insurance which gives the pro- 
tection it is sold to provide and which 
will not be discontinued upon the very 
occurrence of the event insured 
against!” 

Mr. Parker based his estimate of 
one-quarter of 1% of policies being 
cancelled on a survey made by the 
North Carolina insurance department 
which gathered figures not only on 
North Carolina business but on nation- 
wide A&H writings. The 94 companies 
doing business in North Carolina had 
some 23 million individual cancellable 
contracts in force in the United States 
m 1952. Of these about 120,000 were 
Cancelled for all causes, or a rate of 
about five per 1,000 or one-half of 1%. 


XUM 


Analysis of North Carolina business 
showed that there were 3,862 cancel- 
lations there in 1952, of which 1,334 
were for health deterioration, 966 for 
“excessive claims,” and of the latter, 
some were undoubtedly moral hazard 
cancellation, and some for deteriora- 
tion in health by another name. As- 


suming that half the cancellations re- 
ported for “excessive claims” did not 
involve moral hazard, that would leave 
about 1,820 cancellations out of 3,862 
or 47% for deterioration of health by 
one name or another. To be pessimis- 
tic and call it 50% would mean that 
nationwide only about one-quarter of 
1% of policyholders of the 94 compa- 
nies lost their policies under circum- 
stances which they might reasonably 
feel to be of questionable justification. 

Mr. Parker deplored the way in 


been magnified and distorted by sen- 
sation-mongering newspapers, not only 
for its effect on the A&H business but 
because it caused many persons to drop 
their coverage. 

“They can blame the reporters who 
were so anxious for sensational stories 
that they didn’t take the trouble to get 
the facts,” Mr. Parker observed. 

Mr. Parker listed a number of rea- 
sons why policies are cancelled but 
said that if it were not for cancelila- 
tions for deterioration in the insured’s 


which the cancellation problem hadhealth there would be no problem. 


LOOK AT THIS FOR 
LOW CONT! 


SELECT ORDINARY INSURANCE 
$5,000 Policy Illustrations — Age 35 
Effective May 1, 1954. Minimum sum insured $3,000. 


Disability Waiver of Premiums also available at new low cost. 














LIFE PAID UP 20 YEAR 20 YEAR AGE 65 
AT AGE 85 PAYMENT LIFE ENDOWMENT naan 
ANNUAL PREMIUM $ 138.95 $ 196.45 $ 258.75 $ 178.10 

20 YEAR SUMMARY ©) 
Premiums 2,779.00 3,929.00 5,175.00 3,562.00 
Accumulated Dividends (>) 1,087.40 1,216.30 1,271.95 1,147.45 
Cash Value 1,866.35 3,308.45 5,000.00 2,890.20 
Return over Cost if Surrendered 174.75 595.75 1,096.95 475.65 
20 Year Average Return 

over Cost per $1,000 1.75 5.96 10.97 4.76 




















(a) Figures involving dividends apply to policies issued on 
or after May 1, 1954 and are not guaranteed but are 
merely illustrations based upon current experience. 


(b) Accumulated dividends (including settlement 
dividend payable only upon surrender). 
(ec) Endowment maturing at age 65. 


Get full information from your local John Hancock office 
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Huber Agency to Sponsor Estate Planning 
Forum at New School for Social Research 


NEW YORK—To replace the estate 
planning forums that his agency has 
been running for some years for life 
agents, trust officers, accountants and 
lawyers, Solomon Huber, general 
agent of Mutual Benefit Life, will 
sponsor an all-day meeting Sept. 25 at 
the New School for Social Research, 
New York City graduate college, as 
a cooperative affair with the school. 
Members of the Huber agency will in- 
vite clients and others interested in 
the proceedings, which are also open 
to the public. 

A novel feature will be that instead 
of treating one aspect or another of 
estate planning, the forum will cover 
the entire range of problems likely to 
be encountered in a comprehensive 
job of estate planning. To facilitate 
this, each person attending will re- 
ceive on registration a detailed outline 
of the assets and objectives of a hypo- 
thetical client. By studying this in ad- 
vance, the participants will be able to 
follow closely each speaker’s recom- 


mendations and the criticisms made by 
panel members. This is expected to 
result in an unusual degree of audience 
participation. 

As moderator, it is Mr. Huber’s ob- 
ject to bring together in this hypo- 
thetical situation the assets that a 
business man of substantial means, 
but below the status of millionaire, 
might conceivably own, and the in- 
struments—or lack of instruments—to 
dispose of these assets, and also social 
security benefits and instruments over 
which he may have no control, such as 
fixed pension and profit-sharing bene- 
fits. 

Each speaker will address his re- 
marks to the audience as if it were 
the client. At the afternoon session, 
the panel will discuss the pros and 
cons of the advice offered and encour- 
age the audience’s participation. Each 
speaker will give his presentation 
without advance consultation with the 
other participants, the aim being to 
show the audience how each profes- 
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For a guaranteed low cost 
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Whole Life Plan, careful buyers 


are choosing the Manufacturers Life’s Guaranteed Maximum 


Protection Plan. 


G.M.P. offers ideal life coverage for the young family man 
whose need is for maximum protection per premium dollar plus 
the accumulation of an emergency cash reserve. G.M.P. will 
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want maximum coverage for a 
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fixed dollar amount. 


— minimum coverage $5,000 — 
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sion might go about satisfying the 
client’s objectives. 

Speakers will include Leo Leichter, 
trust officer and assistant vice-presi- 
dent of Federal Trust Co. of Newark; 
Dr. Robert S. Holzman, professor of 
taxation at the New York University 
graduate school of business adminis- 
tration, who will present the business 
consultant’s point of view; and Eugene 
Walsh, attorney, editor of the CLU 
Query, and Former Prentice-Hall ex- 
ecutive editor. Robert Onderdonk, 
president of Estate Planning Corp. of 
New York City, while not presenting a 
solution, will comment on how he as 
a former life agent might have handled 
the situation. 

Participating in the panel session 
will be Philip A. Lacovara, lawyer 
and editor of Trusts and Estates maga- 
zine; Alex Hamburg, New York City 
lawyer and former Prentice-Hall edi- 
tor, who started holding forums on 
taxes in New York 18 years ago; and 
Milton Young, professor at New York 
University law school and specialist 
in tax law. 


Mr. Huber has been on the New 
School faculty for several years, 
teaching estate planning, wills, trusts 
and life insurance. It is his hope that 
eventually the New School will become 
a center of important life insurance 
activities in the fields of programming, 
estate planning and taxes. 





National, Vt., Is Host 
at Maple Breakfast 


National Life of Vermont was again 
host at a Vermont maple breakfast at 
the annual meeting of the Texas Mort- 
gage Bankers Assn. Executive Vice- 
president L. Douglas Meredith pre- 
sided and introduced President Deane 
C. Davis of National Life, who ad- 
dressed the gathering. 





Claim Assn. Plans Day of 


Seminars at Annual Meeting 


International Claim Assn., whose 
annual meeting is scheduled for Sept. 
13-15 at Portsmouth, N. H., will devote 
reg 14 to seminars in life, group and 


Chairmen will be Daniel A. McCabe, 
general manager claim department, 
Prudential, for life; George A. Lane, 
Jr., manager disability claim depart- 
ment, Metropolitan, for group; and Ho- 
ward Leclair, vice-president of Mutual 
Benefit H&A, for A&H. Subjects will 
include face amount of death pay- 
ments, accidental death, total and par- 
tial disability, medical, surgical, hos- 
pital and major medical coverages, 
and personal and family group plans. 





Has Rally for Ind. Agents 


More than 300 leading Indiana field 
representatives met with top execu- 
tives of Prudential at Chicago for a 
two-day conference. Principal speak- 
ers were Harold M. Stewart, executive 
vice-president; James E-. Rutherford, 
vice-president in charge of the Chicago 
regional home office; Charles B. Laing, 
2nd vice-president; and Sidney A. 
Kent, executive director of the Chi- 
cago regional home office. In addition 
several top field men addressed the 
meeting. Carlyle P. Ruhl, director of 
agencies for the Indiana region’s 17 
districts was chairman. Leading Indi- 
ana field men for 1953 were honored. 


Plan Toledo CLU Study Course 


Toledo CLU chapter in conjunction 
with University of Toledo next fall 
will sponsor a class in part D of the 
CLU study program. Classes will be 
held at the university Wednesday af- 
ternoons, beginning Oct. 6. Dr. Sidney 
Robbins will be instructor. 





Hancock Launches 
Decentralizing Test 
in New England 


Five field offices in New Englang 
have become “test pilots” for John 
Hancock’s proposed decentralization 
plan, which, if successful, will se 
home office functions distribute 
among the company’s 205 district of. 
fices and 68 general agencies. 

The Sayward general agency, Port. 
land, Me.; Pitcher general agency, 
Boston, and district offices in Cam. 
bridge, Lynn and Lowell, Mass., have 
been picked for the test. 

All Hancock district offices an 
general agencies would be authorized, 
within certain limitations, to handle 
policyholder functions in _ ordinary 
business. Seventy-five to 80% of such 
cases are routine and can be handled 
without reference to the home office 
Robert E. Slater, vice-president and 
controller, said. By cutting down on 
paper work in both the home and field 
offices, the company expects to pro. 
vide more efficient service at a lower 
administrative cost. 

Loans and surrenders of more than 
$1,500 will continue to be handled ip 
the home office, as will death claims 
when the total of policies on any one 
life amounts to more than $5,000, 
Field offices will be authorized to un- 
derwrite and issue only ordinary pol- 
icies under $3,000. This embraces the 
multiple protection series, introduced 
recently. Contestable claims, suicide 
cases and other special cases also will 
be referred to the home office. 


At present the test offices are being 
authorized to make “on-the-spot” 
loans and pay surrender values. If 
successful, these procedures will be 
introduced to other field offices in a 
series of regional meetings across the 
country. These test offices soon will 
begin underwriting, issuing policies 
and settling claims, and these func- 
tions, too, will later be introduced to 
the other field offices. 





$19 Million in Traffic 


Death Claims for Quarter 


Motor vehicle fatalities in the first 
quarter resulted in 10,000 death claims, 
representing death payments of $19 
million, according to the Institute of 
Life Insurance. These figures, repre- 
senting 3.6% of total life death bene- 
fits and 2.4% of the number of claims, 
show no change from the toll in the 
first quarter of 1953. 





Jefferson Standard 


Promotes Griffiths 


John D. Griffiths has been named 
to the newly created position of assist- 
ant superintendent of agencies by Jef- 
ferson Standard Life at Greensboro, 
N. C. He has been with the company 
since 1952. 


Address N. H. Congress 


Speakers at the annual sales con- 
ference of New Hampshire Assn. of 
Life Underwriters, at Manchester, in- 
cluded Leland F. Lyons, vice-presi- 
dent of New York Life; Osborne 
Bethea, manager at Newark for Pru- 
dential and NALU treasurer; Basil S. 
Collins, vice-president of Old Colony 
Trust Co., Boston, and Erwin D. Can- 
ham, editor of Christian Science 
Monitor. 

Myron N. Boyd, manager at Man- 
chester for New York Life and execu- 
tive vice-president of the New Hamp- 
shire association, was congress chail- 
man. 
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ADVERTISERS HEAR SILLS 


FTC Investigator 
Advises Concerted 
Industry Action 


Discussing the objectives of the fed- 
eral trade commission A&H investiga- 
tion at the annual meeting of Assn. of 
Insurance Advertisers in Omaha, 
Robert Sills, special attorney in charge 
of insurance matters, said that what- 
ever companies do to comply with the 
FTC act should be “on a uniform in- 
dustry-wide basis or else Congress may 
pe asked to act.” 

Though one company may be li- 
censed in all states and another com- 
peting insurer in only one, Mr. Sills 
said the fact that they are in compe- 
tition in commerce with one another 
may require FTC to set down the same 
rule for both. 





e e e 
FTC, he said, is interested only in 
whether false advertising is being used 
by A&H companies 

Noting that his instructions are to get 
the facts, regardless of what companies 
may be involved, Mr. Sills said FTC 
will report to Congress whether the 
situation “is blown up all out of pro- 
portion to what the real situation is or 
whether there are serious abuses.” 

“My job is to not only give the com- 
mission the facts bundled up, but also 
the setting in which I found them,” 
Mr. Sills continued. “The commission 
can do a number of things motivated 
by the public’s interest. If they find 
they can move against some companies 
and not against many others, there is 
an inequity which may require atten- 
tion”. The speaker said he has found 
the insurance business anxious to co- 
operate with FTC. 
es e e 

The association elected Joseph J. 
McGee, Old American, Kansas City, 
president, succeeding Jerome Kutak, 
Guarantee Reserve of Hammond, Ind. 
Harold Knight, Postal Life & Casualty, 
Kansas City, was named vice-presi- 
dent, Marcus Braun, Kansas City, 
treasurer, and Charles Rowan, Mil- 
waukee, secretary. 

Directors are Howard Westerling, 
Omaha; John Kane, Wilmington, Del.; 
Robert Nauert, Rockford, Ill.; S. B. 
Hunt, St. Louis, and Messrs. Knight, 
McGee and Kutak. 





Gilligan in New Post 


Home Life of Philadelphia has pro- 
moted John E. Gilligan to assistant 
agency vice-president. He joined the 
company in 1946 at Chester, Pa., after 
Service in the FBI and the navy. He 
ee manager at Wilmington since 


Murphy on LIA Board 


President Ray D. Murphy of Equi- 
table Society has been elected a direc- 
tor of Life Insurance Assn. of Amer- 
ica, to fill out the unexpired term of 
William J. Cameron, who recently re- 
tired as chairman of Home Life of 
New York. 





Aquilino Newark Chief 


NEWARK—Stanley Aquilino, Met- 
ropolitan Life, was elected president 
of the Newark Life Underwriters 
Assn., the first combination agent to 
serve as president. Other officers are 
Mary McKeon, Prudential, 1st: vice- 
president; Peter F. Daly, Jr., Bankers 
National, 2nd vice-president; Joseph 
Koribanick, Manufacturers Life, sec- 
retary; and George Joseph, New Eng- 
land Mutual, treasurer. Directors are 


Lorraine Groell, Lincoln National and 
William Eagan, State Mutual, three 
years; Bernard Lewis, Prudential, two 
years, and Norman Gray, Minnesota 
Mutual, one year. 

E. Wayne Wood, assistant super- 
intendent of agencies of John Han- 
cock, spoke. The next meeting will be 
in September. 





American National Names 


Four Managers in Okla. 


Four members of the Oklahoma 
agency of American National have 
been advanced to managers in that 
state. 

Ira W. Painton becomes manager at 
Omaha, Gerald Hollman at Oklahoma 
City, Hugh C. Vetter at Tulsa and F. B. 
Barnes at Lawton. 

Messrs. Painton and Vetter, both of 
whom have been recruiting and train- 
ing directors, joined the company in 
1953 and 1951, respectively. Mr. Holl- 
man has been with American National 
since 1944 and Mr. Barnes for seven 
years. 





e Southwestern Bankers Life has ap- 
pointed as district managers in Texas 
James O. Marsh at Victoria and O. A. 
Lewellan at Bay City. 


Momsen Is New 
Wis. Agents’ Chief: 
500 at Sales Meet 


MADISON, WIS.—Wisconsin Assn. 
of Life Underwriters at its annual 
meeting here elected Willard L. Mom- 
sen, Northwestern Mutual, Milwaukee, 
president to succeed E. C. Schroder, 
New York Life, Appleton. Carl C. Ho- 
mann, Mutual Trust Life, Madison, is 
the new administrative vice-president; 
Richard McGuire, Massachusetts Mu- 
tual, Racine, vice-president; Sy Man- 
nix, Old Line Life, Eau Claire, secre- 
tary. William H. Pryor, Connecticut 
Mutual, Milwaukee, is national com- 
mitteeman. : 

It was announced by Mr. Schroder 
that the state and all local associations 
are wholeheartedly behind the candi- 
dacy of A. Jack Nussbaum, Massachu- 
setts Mutual, Milwaukee, for secretary 
of NALU. He is serving his second term 
as an NALU trustee and has held ev- 
ery office of the Milwaukee and Wis- 
consin associations. 

The leadership training school for 


local association officers has been 
scheduled for June 25-26 at Lake Del- 
ton. 

About 500 agents attended the sales 
conference that featured talks by Grant 
Taggart, California-Western States 
Life, Cowley, Wyo.; Donald F. Barnes, 
Institute of Life Insurance; Robert 
Shay, superintendent of agencies of 
Bankers Life of Iowa, and O. Alfred 
Granum, Northwestern Mutual, Am- 
ery, Wis. J. P. Betker, Old Line Life, 
Madison association president, was 
congress chairman. 

Emphasizing that seeing enough 
people is the life insurance secret, Mr. 
Taggart said that as agents put into the 
business when they are young so they 
will take out of it when they are old. 
Mr. Barnes cited several economic fac- 
tors which will favorably affect the 
business. Training of men was the 
topic of Mr. Shay, and Mr. Granum 
told how an average agent can lift 
himself to Million Dollar Round Table 
status. 


e Colorado Credit Life of Boulder has 
been licensed in Oklahoma, and has 
appointed Otis E. McIntyre as general 
agent. 








in 1953. 


Edwin W. Craig 
Chairman 
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IT TAKES MORE THAN FIGURES 


The year-end figures have all been published and | 
most everybody reported new highs. We had some 
pretty big figures ourselves, with our best year’s growth 


in the statement. 

It’s the great force of Shield Men who represent 
this Company in the Field, who themselves reached a 
new high in 1953 in sales and service. They are headed 


for another great year in 1954. 


Nashville, Tenn. 








But the most valuable asset of all doesn’t appear 
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La. Bill Would Make 
All A&H Non-Can. 


A bill has been introduced in the 
Louisiana house to make all A&H in- 
surance non-cancellable (except for 
non-payment of premium) for life, 
after two years from date of issue. 

This bill, it is understood, does not 
have the approval or support of Com- 
missioner Wade Martin, and of course 
is opposed by the companies. 

The A&H people point out the need 
to keep A&H insurance premiums at a 
reasonable level, and comment that 
to make the business non-cancellable 
after a certain period would necessi- 
tate higher rates. There is also used 
the argument of the recent survey in 
North Carolina of cancellations and re- 
newals which show that only 4/10 of 
1% of all policies in force during 1952 
were cancelled or not renewed by all 
companies doing business in the state. 

The argument is that the companies 
do not want to have a law put in which 
would change the nature of the busi- 
ness for everyone simply to cure a few 
abuses in a minority of cases. 





e Texas Prudential has purchased the 
Ball high school building, 2lst and 


Avenue H, Galveston, Tex., for $243,- 
686. The building will house the com- 
pany’s home office. 





Pacific Mutual Advances 


Carter to A&H Sales Chief 


Robert G. Cart- 
er has been ap- 
pointed manager 
of A&H sales for 
Pacific Mutual 
Life. This is anew 
position. 

With the com- 
pany’s home office 
since 1952, Mr. 
Carter had previ- 
ous experience in 
supervisory capac- 
ities for casualty 
insurers at Chica- 
go. He is an air 
force veteran. 


r 





Robert G. Carter 





Named Vulcan Industrial Head 


C. W. Thaxton, former president of 
Pan Coastal Life of Mobile, has joined 
Vulcan Life & Accident as head of the 
industrial department. He has had ex- 
perience in the ordinary as well as the 
industrial field. 








qualified. 





Sixtieth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $188,000,000 to Pol- 
icyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over $82,- 
000,000 in Assets for their benefit 
... Policies in force number 102,500 
and Insurance in force is over $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities—with 
liberal contract, and up-to-date train- 
ing and service facilities for those 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
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MUTUAL LEGAL RESERVE FOUNDED 1894 

















Anstey to Helm 
of W. Va. Agents 


George N. Anstey, Prudential, Char- 
leston, was elected president of West 
Virginia Assn. of Life Underwriters at 
its annual meeting and sales congress 
at Charleston. He succeeds Charles H. 
Hanley, Metropolitan, Parkersburg. 

Other officers are Thomas Lowrey, 
Metropolitan, Bluefield, vice-president; 
Andrew Chison, Ohio State Life, 
Wheeling, 2nd vice-president, and Le- 
Moyne Plauche, Commonwealth, Par- 
kersburg. 

Speakers at the congress, attended 
by more than 200 agents, were Rudolph 
Leitman, New York Life, Detroit; Ken- 
neth L. Anderson, Insurance R.&R.; 
Henry W. Persons, Mutual of New 
York manager at Chicago; John C. 
Gregsamer, Lincoln National Life, 
Chicago, and Professor Raymond Rod- 
gers of New York University. 


North Carolina Eases Ban 


on Dread Diseases Cover 


Commissioner Gold of North Caro- 
lina has modified his state’s ban on 
policies insuring against dread diseases 
to permit inclusion of these coverages 
in polio policies at no extra cost, as 
some companies have been doing. 
en these conditions must be 
met: 

_ If coverage against dread diseases 
is offered by any company as supple- 
mental to a polio policy, this cover 
must be included in all such policies 
issued by the company in North Caro- 
lina. No increase in rate will be ap- 
proved for the dread disease addition. 
_Coverage for dread diseases may be 
given in a lesser maximum amount 
than the maximum for polio. In event 
any company desires to cover any 
other specified diseases of greater in- 
cidence, such as cancer, the insurance 
department will permit rate variation 
== with the coverage of- 
ered. 


e United Services Life of Washington, 
D. C., has been admitted to Ohio. 


Prudential Revises 
Extra Aviation Charges 


Prudential has revised military 
aviation extra premiums for appli. 
cants for ordinary life. Rates for some 
pilots are increased but there are de. 
creases for others. Extra premiums are 
increased for most military pilots. 

The new higher rates are show, 
under “A” below. Because of bette 
accident experience of pilots who fly 
only large multi-engine, propeller. 
driven aircraft, extra premiums are 
lowered. The new lower rates are 
shown under “B” below. 


Age Nearest Birthday A B 
Monthly Rates Per $1,000 

1G foo (25 do ape ee $2.50 $1.00 

BRENT Se ss cacessissnesdesenseuaease $1.25 


Column A rates show a slight in. 
crease below age 25. The rates in 
column B at ages under 25 are lower 
than present rates. 

An applicant for column B rates 
must be a fully qualified pilot (not a 
student) who flies and who expects in 
the future to fly only multi-engine, 
propeller-driven aircraft. The rates in 
column A will apply unless it is 
clearly demonstrated that the flying to 
be done in the future will qualify for 
column B rates. 

Military crew members who are not 
also pilots will be charged the rates in 
column B. 





Insurance Dividends Not 
Equalized for All Owners 


The Senate finance committee de- 
cision to treat dividends on insurance 
stocks like those of other corporations 
as respects relief from double taxation 
applies only to insurance shares held 
by corporations, not to those owned by 
individuals. An item in last week’s is- 
sue indicated that individuals also 
would benefit by the move. 





e Indianapolis Life’s April new busi- 
of $2,471,000 was an increase of 8.7% 
over the same month last year. 
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Murphy Spotlights 
Dangers in SS Bill 


NEW YORK—While favoring provi- 
sions in the proposed social security re- 
vision that would 
make OASI more 
useful in furnish- 
ing a floor of pro- 
tection for all, 
President Ray D. 
Murphy of Equi- 
table Society 
warned last week 
against unsound 
proposals in the 
bill that would in- 
crease maximum 
benefits out of the 
subsistence or 
floor-of-protection range. 

Addressing the annual meeting of 
the National Industrial Conference 
Board, Mr. Murphy stressed particular- 
ly the proposal to again liberalize the 
OASI benefit formula, especially as it 
applies to those at the higher wage lev- 
els. He mentioned also the proposal to 
raise the wage base from $3,600 to 
$4,200 a year. 

Past liberalizations have taken care 
of boosting benefits even beyond 
what has been the proportionate in- 
crease in consumers’ prices, he pointed 
out, and the system provides more ade- 
quate benefits than it ever did before. 
Up to this time, however, there has 
been no clear break with the floor-of- 
protection or subsistence principle but 
he warned that the new proposals 
“would go clearly beyond the basic 
principle we must cling to and clearly 
invade the area in which private sav- 
ings, insurance and pension plans 
should operate.” 

a * 

“Such a shift would have far-reach- 
ing effects,” he declared. “With no 
principle remaining to adhere to, very 
serious dangers would lie ahead.” 

Another undesirable feature in the 
bill would leave out of account for de- 
termining benefit eligibility and bene- 
fit amount any periods in excess of six 
months in which the government ad- 
judicates the individual to have been 
totally disabled. 

“To start on the medical examina- 
ions and certifications necessary under 
this proposal is to open Pandora’s box,” 
said Mr. Murphy. “Coming out of the 
box would be all sorts of complaints 
and pressures against adverse deter- 
minations. If there is one thing which 
insurance companies know, it is that 
determining disability is no simple 
problem of objective physical measure- 
ment.” 





Ray D. Murphy 





Several Hundred Thousand 
More May Join OASI Fold 


WASHINGTON—Tentative accord 
has been reached by members of the 
House ways and means committee to 
extend old age and survivors insur- 
ance to several hundred thousand 
workers not now covered under the 
present law. Plans, if adopted, would 
bring these additional groups into the 
system: 

Domestic workers and handymen 
who receive $50 in cash wages in a 
single quarter from one employer. 
This would disregard the present 
law’s requirement that service by 
such workers be performed 24 days 
in a quarter. 

Ministers and members of religious 
orders who are not required to take 
a vow of poverty, providing the em- 
ploying organization elects coverage 
for clergymen, at least two-thirds of 
the employed clergymen sign a certi- 
ficate indicating they favor it them- 


— and the lay employes are cov- 
ered. 

American citizens employed by 
American employers on foreign-flag 
vessels; federal government employes 
in the executive branch not under a 
federal retirement plan; employes of 
federal home loan banks. 

Excluded would be employes of the 
federal legislative branch and disas- 
ter workers. 

An increase in OASI benefits hin- 
ges on settlement of a wage tax base, 
and bases ranging from $3,600 to $4,- 
200 have been suggested, as has a 
compromise at $3,900. A plan pro- 
posed by Rep. Curtis of Nebraska 
would extend OASI to practically all 
remaining aged persons not now cov- 
ered. 





Wofford to Columbia Post 


Harris L., Wofford, who has been 
with the Byrnes (formerly Huppeler) 
agency of New England Mutual at 
New York City, has resigned to be- 
come an assistant dean of the gradu- 
ate school of business of Columbia 
University. He will continue to service 
his personal clients. For some years 
Mr. Wofford was manager at New 
York City for Prudential. 








VER since the farmers of Lexington and Concord 
fired the shot heard ’round the world, the preserva- 
tion of our American way of life has been everybody’s 
business . . . doctors, lawyers, merchants, even Indian 


chiefs. 


But largely, the business of helping American families 
to plan financial security for the future has been the 
job of a select group . . . namely, the 197,000 life under- 
writers in the United States today. Like the Minute Men 
of Revolutionary days, life underwriters are the home- 


Los Angeles Leads 
in Ordinary Gain 


Among the large cities, Los Angeles 
led in percentage gain in ordinary 
sales for April, with 14%. Big-city 
percentage gains for April and the 
first four months, respectively, are: 
Boston 11 and 14, making it the leader 
in year-to-date gain; Chicago 4 and 
8; Cleveland -3 and 3; Detroit -4 and 
1; Los Angeles 14 and 8; New York -2 
and 4; St. Louis 7 and 12. 


Conn. General Fills 
Two Chicago Posts 


Connecticut General has appointed 
Burnham L. Batson as manager at 
Chicago to succeed the late Frank S. 
Townsend and has designated John M. 
Kelsey as brokerage manager of the 
agency. Both appointments are effec- 
tive June 1. 

Mr. Batson has been assistant man- 
ager at the Hartford branch since 
1947. A West Point graduate, he re- 
signed from the army as a colonel in 
1945 to join Connecticut General. 

Mr. Kelsey has been with Connecti- 
cut General since 1950. 
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Revere, Mass. Protective 


Name 3 General Agents 


Paul Revere Life and its affiliate, 
Massachusetts Protective Assn., have 
appointed J. C. Bourland, Theodore 
R. Goddard and Robert D. Hogan gen- 
eral agents at Fort Worth, Manchester, 

H., and Baltimore, respectively. 
Paul Revere has named Stanley A. 
Peterson and L. Doyle Ratliff group 
supervisors at Worcester, Mass., and 
Dallas, respectively. 

Mr. Bourland joined the companies 
in 1941 as an agent at Albuquerque 
and his most recent position was dis- 
trict manager at Phoenix. He succeeds 
Fred Richards, who has resigned to do 
personal production. Mr. Goddard has 
been with the companies since 1952 in 
the New Hampshire area. Mr. Hogan 
went with the companies in 1952 as 
agent at Richmond. 

Mr. Peterson was in the business 
five years before joining Paul Revere. 
Mr. Ratliff has been with the company 
at its home office and at the Worcester 
group office. 


Bankers National Dividend 
Bankers National has declared a 5% 

dividend payable June 22 to stockhold- - 

ers on record May 14. 
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front guards of this jet-propelled age, men and women 
trained and skilled at helping families plan their finan- 
cial independence and security. 

Thanks to their efforts in awakening breadwinners to 


the need for life insurance protection, some 88,000,000 


economy strong. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


Americans today can be sure of a bright tomorrow. They 
have life insurance totalling $277 billion . . . a backlog 
of protection that will help make them financially 
independent, and in so doing, help keep America’s 
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EDITORIAL COMMENT 





The Kind of Risk Not to Insure 


Ballyhooed as the first community- 
wide voluntary dental insurance plan 
in the nation, Group Health Dental In- 
surance, Inc., of New York City, illus- 
trates the type of risk that should not 
illustrates the 
right kind of insurance, for the dental 
plan’s objective is to cover all bills 


be insured. It also 


right from the first dollar of outlay. 


Insurance to cover a $3 fee for an 
amalgam filling is a travesty on the 
principles of sound insurance. There 


might be some excuse for dental in- 
surance if it were written on a catas- 
trophe basis even though the chance of 
a catastrophic dental bill is inconceiv- 
ably more remote than a crippling 
medical, surgical, or hospitalization bill. 

The average family head would be 
better off to pay the dental bills and 
average them out over the years, for 
he would thereby come out better than 
under any insurance plan. To be sure, 
membership in the New York dental 
insurance plan would limit his pay- 
ment to $72 a year for his family, pro- 
vided he were not earning more than 


$5,000 a year. But that’s a lot of 


money to put out year after year for 
anybody earning less than $5,000—in 
fact, it’s quite a lot for anybody earn- 
ing a good deal more than that figure. 
And of course the rate will have to be 
increased if experience proves it to 
be inadequate. 

The trusting soul who believes that 
the magic of insurance can accomplish 
virtually anything needs to be told that 


insuring recurring and fairly predict- 
able expenses is more costly than bud- 
geting to take care of them himself, 
unless some element of shock loss is 
in the picture. 

To insure against dental expenses is 
much like insuring against food bills. 
The average individual would under- 
stand that such monkey-business would 
be more costly than just buying his 
food, because the insurance system 
would cost something to administer 
and because he would also be chipping 
in to pay for the extravagances of the 
chiselers who would take advantage of 
the plan to stuff themselves with cav- 
iar and pate de foie gras. 

Unfortunately, the individual who 
would quickly see the fallacy of a food- 
insurance plan is likely to be quite 
blind to the identical fallacy in a plan 
of insurance in which the element of 
unusual or excessive loss is just about 
as remote as it is in connection with 
food bills. 

If and when the public can be 
brought to an understanding of what 
kinds of risks it is sensible to insure 
there will be more chance for the in- 
surance industry to do the job in dis- 
ability and hospitalization insurance 
that needs to be done. When the public 
can get over its notion that reimburse- 
ment for a $15 hospital bill is some- 
thing that justifies the existence of 
insurance it will be possible to gain 
wider acceptance for insurance that 
takes care of the bills that really hurt. 


How Much Life Insurance Is Adequate? 


The other day a mutual fund sales- 
man remarked as he was leaving a life 
insurance agent acquaintance, “The 
next man I’m calling on is trying to 
decide between mutual funds and life 
insurance.” Possibly this prospect was 
in such a high income bracket and so 
well supplied with life insurance that 
even a life insurance agent would have 
considered him a legitimate prospect 
for mutual fund shares as an alterna- 
tive to additional insurance. But the 
chances are he was getting out of his 
depth in straying from the guaranteed 
dependability of life insurance. 

Incidents like this, and many others 
that have been reported, point to the 
need of a more definite understanding 
between the life insurance business 
and the mutual fund. business as to 
how much insurance persons in various 
income brackets and family situations 
should have before branching out into 
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mutual funds or any other kind of 
speculative investment. The mutual 
funds people say that they do not con- 
sider themselves in competition with 
life insurance. Their position is that 
a man should have a savings account 
and “adequate” life insurance before 
investing in mutual funds shares. If it 
is left up to the individual salesman for 
mutual funds shares to decide on how 
much life insurance is “adequate,” 
some rather inadequate concepts of 
adequacy would probably be found. 
If the mutual funds’ top executives 
would indicate what they consider to 
be “adequate” life insurance for men 
in various typical situations, there 
would be one of two results: If the 
“adequate” amount of insurance turn- 
ed out to be provably inadequate it 
would be obvious that the mutual fund 
people were simply doing lip service 
to the priority of life insurance over 
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equity investments. If, on the other 
hand, the mutual fund executives were 
to agree on adequacy figures that 
would be considered reasonable by 
life insurance men, these minimums 
would be extremely valuable com- 
petitive ammunition in the hands of 
the life insurance agent who is deal- 
ing with a prospect attracted by mu- 
tual fund shares. 

Incidentally, in this connection the 
group life insurance that is being pro- 
vided by an increasing number of mu- 
tual fund plans cannot be considered 
regular life insurance, because the pro- 
ceeds of such coverage are not paid 
out in cash or what perhaps usually 
would be more desirable, on a settle- 
ment option or life income basis. The 
proceeds merely go to complete the 
mutual fund buying program that the 
investor had embarked on. 


The increasingly aggressive sales 
efforts of mutual funds, particularly 
those that are sold through sales or. 
ganizations selling long-term purchase 
programs, seems destined to bring 
sharp competition between fund sales. 
men and life insurance agents with re. 
spect to certain classes of buyers. 4 
certain amount of such competition 
is doubtless a good thing but it is cer. 
tainly not desirable for it to be carried 
to destructive lengths, with a premium 
upon high pressure and distortion. The 
result could well be a confused and 
perhaps disgusted bunch of prospects. 

If an understanding could be reach. 
ed as to what constitutes adequacy of 
life insurance, it would probably not 
be fully satisfactory to either side of 
the fence, but it would certainly go 
a long way to forestall needlessly 
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Isadore Samuels, general agent in 
Colorado and Wyoming for New Eng- 
land Mutual Life, with headquarters 
at Denver, May 29 will receive the out- 
standing alumnus award from Park 
College, Parkville, Mo., from which he 
was graduated in 1912, and the follow- 
ing day will be awarded the medal for 
outstanding alumni service by the 
Alumni Federation of Columbia Uni- 
versity. He is a 1915 Columbia law 
graduate. 


E. J. Edwards, who is in charge of the 
A&H division of Coleman Co. general 
agency of San Antonio, this month 
marked his 45th year of A&H selling. 
Mr. Edwards’ entire business life has 
been in A&H selling, since 1917 with 
the Coleman general agency, which 
represents Provident Life & Accident. 


Chas. E. Becker, president of Frank- 
lin Life, June 3 will deliver the Creigh- 
ton University commencement address 
and also receive an honorary LL.D. 
degree. Creighton is Mr. Becker’s alma 
mater. 


Holgar J. Johnson, president of the 
Institute of Life Insurance, addressed 
the annual meeting of the National 
Council of YMCAs at Pittsburgh. Mr. 
Johnson is chairman of the council’s 
armed services department and vice- 
president of USO. 


Alf Kinch, agency vice-president of 
Manufacturers Life, marked his 40th 
anniversary with the company this 
month. 


Walter Weissinger, field vice-presi- 
dent of New York Life at Minneapolis, 
was honored on his 25th anniversary 
with the company at a dinner in 
Minneapolis by 38 leading agents and 
all 15 of the managers in his territory. 
On hand from the home office were 
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bloody battling. 

President Clarence J. Myers and 
Executive Vice-president Dudley 
Dowell. 


Charles E. Sherer, new director of 
agencies for Midland Mutual Life, for- 
merly was general 
agent at Marion, 0, 
He started with 
the company as 
general agent at 
Pittsburgh in 1936, 
going to Marion in 
1941. He has been 
president of its 
general agents’ ex- 
ecutive committee 
since 1948 and was 
president immedi- 
ately before being 
named to his new 
position. Mr. Sherer replaces Russell 
S. Moore, who gave up duties as head 
of the agency department because of 
health reasons. Mr. Moore is continu- 
ing as manager of agencies. 





Charles E. Sherer 


President Horace W. Brower of Oc- 
cidental Life of California has been 
elected chairman of Los Angeles Better 
Business Bureau. 


James E. Bettis, general agent of 
Berkshire Life at Indianapolis, has 
been reelected president of the Board 
of Week-Day Religious Education in 
that city. Elected to the board was 
Phillip N. Huston, associate editor, 
Rough Notes Co. 


Margaret Divver, advertising man- 
ager of John Hancock, has been elected 
a director of Greater Boston Chamber 
of Commerce. She is the third woman 
to serve in this capacity. 

W. T. Smith, manager of Wisconsin 
National at Indianapolis, has been 
elected president of Indiana University 
Men’s Club of that city. 


Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z, Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
el. Parkway 2140. Chas. P. Woods, Sales 
Director; George C, Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Bditor; 
Arthur W. Riggs, Statistician. 
DALLAS 1, TEXAS—708 Employers insurance 
Bidg., Tel. Prospect 1127. Alfred EB. Cadis, 
Southwestern Manager. 
DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing,. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 


Manager. 
PHILADELPHIA 9, PA.—123 S. Broad Street. 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

PITTSBURGH 22, PA.—503 Columbia Bldg, 
Tel. Court 1-2494. Bernerd J. Gold, Resident 
Manager. 

SAN FRANCISCO 4, we oe Flatiron ae 
Tel. Exbrook 2-3054. F. W. Bland, Paci 
Coast Manager. 
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DEATHS 


ALBERT WACHTEL, 80, purchasing 
agent and building manager for West- 
ern & Southern Life, died in Cincinnati 
following a long illness. He joined the 
company in 1912 and retired in 1937. 
He supervised the construction of the 
company’s home office buildings at 
Fourth and Broadway. 


CARL J. SCHAAF, 61, former mana- 
ger of the Mound City district of Met- 
ropolitan at St. Louis, died in St. 
Mary’s hospital there. He had been 
with the company for 40 years and had 
been on a disabled status for seven 
years. 


MAX F. HARRIS, 69, for nine years 
general agent at Minneapolis for Se- 
curity Mutual Life of Binghamton, N. 
Y., died at his home in Owego, N. Y. 
He also served as its general agent in 
Rochester and Auburn, N. Y., before 
leaving the business to become manag- 
ing editor of the Owego Times. 


MARTIN BROOKS, 47, with Mis- 
souri Ins. Co. in Chicago in managerial 
posts for 3% years, died there in his 
home. Mr. Brooks had several years’ 
of insurance experience before going 
with Missouri. 


ROSCOE H. KEFFER, 72, who re- 
tired in 1946 after 19 years as general 
agent of Aetna Life in New York City, 
died at his summer home at Lake Win- 
ola, near Scranton, Pa. In recent years 
he made his home at Lakeland, Fla. 





WALTER P. STEVENS, 72, former 
president of the old Scranton Life, 
died at Waverly, Pa. At the time of his 
death he was president of Tobyhanna 
Ice Co. 


THOMAS A. SHORT, 87, a founder, 
chairman and president of the old 
Girard Life of Philadelphia, died there. 








Changes for Finn, Morris 


John C. Finn and E. L. Morris, for- 
merly heads of the Oxford agency of 
Constitution Life at Los Angeles, have 
been named general agents there for 
Guaranty Union Life. 

Both men were with Constitution 
Life before opening the Oxford agency 
in 1947. They started in the business 
with National L. & A. 


Hearings Soon on U. S. 


Employes Group Bill 


WASHINGTON—Senator Carlson of 
Kansas, who introduced the adminis- 
tration’s bill providing group life in- 
surance for federal civilian employes, 
said he plans to hold hearings on it 
soon before the post office and civil 
service committee, of which he is chair- 
man. 


General American Has 
Kan., N. M. Field Changes 


New general agents for General 
American Life are A. Wayne Lewis at 
Wichita and Field Robinson at Ros- 
well, N.M. The company also has 
named Karl Giessmann, Jr., district 
manager at Parsons, Kan. 

Mr. Lewis succeeds Ear] E. Strimple 
who now will concentrate on personal 
production, remaining with the agency 
as district manager. Starting in 1936 
as an agent for Prudential at Parsons, 
Mr. Lewis became staff manager at 
Pittsburg, Kan., in 1948 and for the 
past year has been a partner in the 
Lewis-Bodine general insurance agen- 
cy in Wichita. 

The agency to be headed by Mr. 
Robinson replaces the Robinson-Haut 
agency there. Walter G. Haut also will 
devote more time to personal produc- 
tion, continuing as district manager. 

Mr. Robinson began in insurance in 
1933 with Northwestern Mutual Life. 
He rejoined the company after service 
in the last war and later was with Paul 
Revere Life. 

Mr. Giessmann, an army veteran, got 
his start with Prudential in 1950. 





Jarbou Now President 


of Commonwealth, Okla. 


J. R. Jarbou, chairman of Common- 
wealth Life of Oklahoma, has been 
elected president to succeed the late 
George Kabureck. Mr. Jarbou will con- 
tinue as chairman. 

In other changes, E. A. Berghuis was 
advanced from vice-president to Ist 
vice-president and agency director, and 
B. F. Steward was named treasurer. 


L.&C. Plans 30-Story 
Building at Nashville 


Plans for a 30-story modern glass- 
front building to be erected by Life & 
Casualty have been approved by the 
zoning board at Nashville, Tenn. 

The building, to be the tallest in the 
southeast, will adjoin the company’s 
present five-story structure at a corner 
of Church street and Fourth avenue, 
both of which are to be widened to ac- 





commodate plans, and will increase 
space to 262,050 feet. 

Double-deck sidewalks along the 
proposed building’s two frontages are 
called for if the company goes ahead 
with tentative plans. The first four 
floors would be set back 40 feet, and 
the upper stories would project. This 
arrangement would eliminate a can- 
yon-like effect on the street and would 
admit light and air for nearby build- 
ings. 

Guilford Dudley, Jr., president, said 
it is hoped that work will be started 
this year. 


Wisconsin Life Managers 


Elect Kashe President 


MADISON, WIS.—Harold E. Kashe, 
Aetna Life, Milwaukee, was elected 
president of Wisconsin Assn. of Life 
Managers & General Agents at the’ an- 
nual meeting here. He succeeds Frank 
McNamara, Old Line Life, Waukesha. 
John Freeman, Penn Mutual, Madison, 
was named vice-president, and George 
L. Grimm, New England Mutual, Mil- 
waukee, secretary. 

Discussing recruiting, James R. 
Martin, superintendent of agencies for 
Massachusetts Mutual, said his com- 
pany has found through agency de- 
partment research that its best nomi- 
nations of prospective agents have 
come from those who already are 
agents. A higher than average propor- 
tion of such men are contacted and 
their rate of success is decidedly above 
average, he said. 


Jefferson Nat'l Hits Goal of 
$100 Million on 15th Year 


Celebration this month of Jefferson 
National’s 15th anniversary was high- 
lighted by an announcement of Presi- 
dent E. Kirk McKinney that the com- 
pany had attained its goal of $100 mil- 
lion in force. The actual figure at mid- 
month was $100,031,819. 

The occasion was marked at a birth- 
day party in honor of Mr. McKinney, 
who received congratulatory letters and 
telegrams from the field force and a 
gavel and scroll signed by the entire 
home office staff. 

In 44% months this year the company 
has written $12,131,502, a 160% in 
crease over the same 1953 period. 





Old Line has Ist Quarter Gains 


First quarter sales of Old Line Life 
amounted to $3,771,434, a 10% gain 
over the same period last year. Insur- 
ance in force now stands at a new high 
of $163,509,283. During the quarter 
the average size of policy sold in- 
creased from $3,981 to $5,025. 


Relief for Companies 


on Mandatory Reserve 


NEW YORK—Companies that have 
built up their mandatory security valu- 
ation reserves to the required maxi- 
mum bond reserve would be able to 
utilize fully any excess above that 
maximum to reduce net capital losses, 
according to the tentative report adopt- 
ed by the committee on valuation of 
securities of National Assn. of Insur- 
ance Commissioners. 

Constituting the major change from 
the previous report, the additional pro- 
vision takes care of the unforeseen 
rapidity with which some companies 
have built up their mandatory reserves 
by reason of the fact that all capital 
gains on stocks must go into the re- 
serve while only half the capital losses 
on stocks may be drawn out of the re- 
serve. 

The added section states that “any 
company whose mandatory security 
valuation reserve at Dec. 31, 1954, pri- 
or to the deduction of any net capital 
losses of 1954 permitted in item (4) 
[of the formula] is in excess of the 
maximum bond reserve...may apply 
such excess to reduce net capital losses 
in 1954 (realized and unrealized) as 
reported in...the annual statement and 
then follow the procedure described in 
item (4) above for the remainder of 
such 1954 capital losses in the calcula- 
tion of its Dec. 31, 1954 mandatory 
security valuation reserve.” 


N. Y. Life Shifts Five 
of Group Field Staff 


New York Life has made these pro- 
motions in its group sales organization. 

Kenneth Bangston, district supervis- 
or at Des Moines, goes to Cincinnati 
as district supervisor. He is replaced 
by Howard F. Roushey, Jr., formerly 
representative in Cleveland. 

Robert G. Crean, who has trained 
with the group department in Buffalo 
and Detroit, goes to Pittsburgh as home 
office representative in charge. 

John Campbell goes from Chicago 
to Charlotte, N. C., also as home office 
representative in charge. 

James Hughes, has been transferred 
from Charlotte, N. C. to the group of- 
fice at New York. 








Western States Has New Policy 

Western States Life has introduced a 
life paid up at 80 policy issued in min- 
imum amounts of $10,000. 
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ACTUARIES 








CALIFORNIA 


ILLINOIS (Cont. B 








COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 


San Francisco Denver Los Angeles 








Harry S. Tressel & Associates 
Consulting Actuaries 


10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Harry S. Tressel, M.A.1.A. W. P. Kell 
M. Wolfman, F.S.A. A. Selwoo: 
M. A. Moscovitch, A.S.A. M. Kazakoff 
D. Sneed L. Miler 




















RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C. P.A: 


Los Angeles and San Francisco 




















| CHASE CONOVER & CO. 


Consulting Actuaries 
and Certified Public Accountants 
M. F. BRENNAN, M.C.A. 
A.S. BOYD, JR., KENNETH CAMDEN, C.P.A. 
Telephone FRanklin 2-3863 
135 S. La Salle St. Chicago 3, Ill. 




















GA.-VA.-N.Y. 








BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 
Atlanta’ + Richmond + New York 

















GEORGIA & 
MICHIGAN 


INDIANA & 
NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Omaha 








Indianapolis 




















NEW YORK 








ALVIN BORCHARDT & COMPANY 
CONSULTING ACTUARIES 
AND 
INSURANCE ACCOUNTANTS 
911 KALES BLDG., DETROIT 26, MICH. 
1315 WILLIAM OLIVER BLOG., ATLANTA, GA. 




















Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 




















ILLINOIS 


PENNSYLVANIA 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


221 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 














FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 














Revenue Act Changes 


Previewed at Chicago 


Chicago Life Insurance & Trust 
Council at its May meeting presented 
for Chicago Assn. of Life Underwriters 
and Chicago CLU chapter a preview of 
changes in the revenue act, in the form 
of a panel moderated by Henry Blum- 
berg, partner of the law firm of Blum- 
berg & Smith. 

Members were Edward H. McDer- 
mott, partner of McDermott, Will & 
Emery, former consultant to the Treas- 
ury Department; Paul E. Farrier, vice- 
president of First National Bank, an 
adviser to the House ways and means 
committee in its study of the revenue 
bill; Gerard S. Brown of Penn Mutual 
Life, chairman of the committee on 
federal law and legislation of NALU 
and a participant in the hearings of the 
present act in Washington, and Ray- 
mond A. Hoffman, partner of the ac- 
counting firm of Price, Waterhouse & 


Co. 

The House bill it was pointed out, in- 
corporates some 3,000 changes and 
covers more than 800 pages. This does 
not include a 500-page report by the 
House ways and means committee ex- 
plaining the bill. 

e e e 

Mr. Brown spoke on what he termed 
a distasteful subject, namely the histo- 
ry of various tax loopholes which have 
been utilized by some companies until 
they were eventually plugged up. 

In danger of falling into this cate- 
gory is a provision in the tax bill ex- 
cluding deferred annuities purchased 
by borrowed money. It would disallow 
interest on borrowed funds to discount 
premiums more than a year in ad- 
vance. Dishonest use of this provision 
must stop, he said, or “we will have 
restrictive legislation we won’t like. 
Only a handful of companies are do- 
ing this, but now is the time to heed 
the warning brought out by previous 
plugging of loopholes. 





S. F. Managers’ Nominators 
Give Nod to S. B. Brooks 


Stanley B. Brooks, Guardian Life, 
has been nominated for president of 
San Francisco General Agents & Man- 
agers Assn. Other nominees are Charles 
H. Biesel, State Mutual, vice-president, 
and Ray Deston, John Hancock, secre- 
tary. Election will be held at the asso- 
ciation’s annual “play day” scheduled 
for June 10 at the Olympic Club. 

Addressing the managers’ May meet- 
ing, H. Bert Reiter, ordinary new busi- 
ness manager of Prudential at Los 
Angeles, pointed out acceptance of ap- 
plications does not rely entirely on the 
“whim of the head office underwriter. 
Policy delivery will be expedited, he 
said, as managers train producers to 
follow the pattern of including all facts 
with the application. 


G. S. McCarter, Jr., Succeeds 
Father in K. C. Life Post 


Grady S. McCarter, Jr., will suc- 
ceed his father, Grady S. McCarter, Sr., 
as general agent for Kansas City Life 
at Shreveport, La. The agency’s terri- 
tory covers the northern half of the 
state. 

Mr. McCarter, Jr., has been with 
Kansas City Life since 1944. His father 
became general agent of the company 
in 1945. 


Dallas Club Elects Jones 


J. Alton Jones, superintendent of the 
casualty and bonding department of 
Trazvant & Cochran general agency of 
Dallas, was elected president of In- 
surance Club of Dallas to succeed J. 
Frank Smith, manager of Southland 
Life. Other officers are: Vice-presi- 
dents, L. Mortimer Buckley, New Eng- 
land Mutual Life, and R. R. Davenport, 
Southwestern Life; secretary, C. L. 
Dunlap, United American, and treas- 
urer, Charles M. Patrick, local agent. 
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NALU Committee Meets to 


Precede National Council 
(CONTINUED FROM PAGE 1) 


2 p.m. American Society of CLU forum on 
chapter activities. 
6:30—American College and American Soci. 
ety of CLU dinner and conferment exercises 
Thursday, Sept. 23 : 
8 a.m.—Executive secretaries’ breakfast, 
8 a.m.—Graduate Society of the Institutes of 
Insurance Marketing breakfast. 
8 a.m.—Texas “trained seals” breakfast. 
9:15—General convention session. 
12:15—NALU-LUTC luncheon. 
12:15—Luncheon for press and speakers, 
2:30—Meeting of national council and con- 
vention business session. 
6 p.m.—Company dinners. 
10 p.m.—President’s reception and ball. 
Friday, Sept. 24 
9:15 a.m.—General convention session. 
12:30—Fellowship luncheon. 
3 p.m.—NALWU board of trustees. 
Saturday, Sept. 25 
9 a.m.—NALU board of trustees. 





e Wilbert K. Jordan, Los Angeles, has 
been named Golden State Mutual 
Life’s “Man of the Year’. 


WANT ADS 


Rates—$18 per inch per insertion—1 inch mini- 
mum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. 
Individuals placing ads are requested to make 
payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 











POSITION OPEN 

Trust Company wants C.L.U., age bracket 
38-45, as Senior Trust Officer. Must have 
sales capacities. City in midwest, over 
100,000 population. Beginning salary $8000. 
Give business and personal history in reply 
addressed to Box Z-20, The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








ACTUARY, LIFE 
Fellow or Associate for Philadelphia Employee 
Benefit Plan Consultant. Experience in both In- 
sured and Uninsured plans helpful. Give full 
details in first letter. Address Y-80, The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, il 








HOME OFFICE A & H CLAIMS SUPERVISOR 
Leading Southern Company has attractive 
opening for qualified man to head new A & H 
Claims Department. Full particulars as to ex- 
perience. Salary open. Inquiries strictly confi- 
dential. Address Z-14, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED - SALARIED SUPERVISORS 
Mid-western company with over $125,000,000 in 
force has real opportunity open for two or three 
field supervisors who can recruit and train new 
men and establish agencies. Salary open. Lib- 
eral expense account. Replies held in strict con- 
fidence. Territory west of Mississippi River. 
Address Box Z-I9, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, If. 








ACTUARIAL ASSISTANT 
Excellent Opportunity 
BANKERS NATIONAL 
LIFE INSURANCE Co. 
MONTCLAIR, NEW JERSEY 








WANTED 
ASSISTANT SUPERVISOR 
Large Life agency hus openiiig under Company 
sponsored training program for college gradu- 
ate under 30 for training in programming Pen- 
sion Trusts and Business Insurance. Salary and 

commissions. 
Call New York City, RECTOR 2-7900, extensions 
439 and 530. 








STATE MANAGER AND GENERAL AGENT 


Wants to represent a stock Life company with 
Accident and Health and Hospitalization cov- 
erages. A well capitalized agency recently in- 
corporated, with years of experience in — 
zation and insurance. Address Z-32, The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 
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yo i ne Imig Resigns from 
oi bankers Nationa = = 

Bankers National has advanced Old Line Life Post 


Charles A. Bell, manager of policy- 
owners service, to assistant secretary. 
He was formerly assistant actuary. 





SPECIALIZED 
INSURANCE 
SERVICE 
SAFEGUARDING 
CONSUMER 
CREDIT 


* 


OLD REPUBLIC CREDIT LIFE 
INSURANCE COMPANY 


James H. Jarrell, President 
Executive Offices © 307 N. Michigan Ave. 
Chicago 


x * * 


Regional Offices 
BIRMINGHAM, CHARLOTTE, CHICAGO 
DALLAS, DENVER, LOS ANGELES, OMAHA 
SAN FRANCISCO, TULSA, WASHINGTON 











OLDIREPUBLIC 


OLD REPUBLIC CREDIT LIFE INSURANCE COMPANY 


UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 
The Whole Family 


| Unity agents are equipped 
| to serve every need for per- 


insurance. Juvenile 
| policies our specialty. 


E. R. DEMING 
President 


L. J. BAYLEY 
Secretary 


HOME OFFICE — SYRACUSE, N. Y. 





. service Guide . 




















Valuable Paper Wallets 


One or a Thousand 
Weite for Brechure 
J. M. NEWMAN 
2328 N. Henderson Dallas, Texes 











Richard E. Imig has resigned as 
agency vice-president of Old Line Life 
of Milwaukee. He 
has not announced 
his plans. 

Mr. Imig joined 
Old Line in 1952. 
A trustee of Na- 
tional Assn. of 
Life Underwriters 
from 1947 to 1949, 
he subsequently 
served for 3% 
years at NALU 
headquarters, first 
as acting vice- 
president 
then as director of development. Be- 
fore that he was for 20 years New 
York Life agent at Sheboygan, Wis., 
where he now resides. He started in 
the life insurance business as an agent 
of Aetna Life while a student at Van- 
derbilt University. He is a past presi- 
dent of the Sheboygan and Wisconsin 
life underwriters associations. He is 
chairman of the institutional liaison 
subcommittee of the quality business 
committee of LIAMA. 


Hoover, CSC Groups 
Map Insurance Programs 


WASHINGTON—The Hoover com- 
mission’s insurance committee, of 
which C. Manton Eddy, vice-presi- 
dent-secretary of Connecticut General, 
is a member, is considering govern- 
ment purchase of life, and possibly 
A&H and hospitalization insurance for 
veterans and their dependents. 

At the same time, it has been sug- 
gested to the civil service commission, 
which is drafting a bill for a contrib- 
utory program of group cover for 
federal civilian employes, that it 
limit its plans to life insurance so as 
not to conflict with Blue Cross, which 
now writes hospitalization coverage 
for many government workers. Ap- 
portionment of the risks involved is 
viewed as a major obstacle. The pro- 
gram would include payroll deduc- 
tions from employes’ salaries for 
group premiums. 

Other members of the Hoover in- 
surance committee are Jay C. Ketch- 
um, Michigan Blue Shield; E. A. Van 
Steenwyk, Blue Cross; Msgr. Donald 
A. McGowan, and Dr. H. B. Mulhol- 
land, University of Virginia. 


Philadelphia A&H Men 


Elect Carr President 


Clarence H. Carr of American Na- 
tional was chosen president of Acci- 
dent & Health Assn. of Philadelphia at 
the annual meeting. Other officers are 
Horace R. Coe, local agent, and George 
L. DeLorme of General Accident, vice- 
presidents; Ed Howe of Mutual of 
Omaha, treasurer; John E. Colburn of 
Bertholon-Rowland, recording secre- 
tary; and V. Rutledge of Hutchinson- 
Rivinus & Co., corresponding secretary. 





Richard E. Imig 











American Service Bureau Moves 

American Service Bureau, inspection 
affiliate of American Life Convention, 
has moved to the Esquire building, 65 
East South Water street, Chicago. The 
larger quarters also house the bureau’s 
Chicago branch, which heretofore was 
located separately from the head of- 
fice. There has been no change in tele- 
phone numbers. 





Century, Tex., Revises Plans 

Century Life of Texas has complete- 
ly revised its policy portfolio, intro- 
ducing new rates, values and policy 
forms. Cash values are now on the 
CSO 3% basis. 
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DON’T WORK HARDER—WORK SMARTER 


The Bankers Mutual Simplified Selling System will bring 
you greater sales results with the same amount of time 
and effort you are now expending. Don't take our word for 
it, investigate this yourself. 


RIDING ON A.LR*... 
ness you produce than you will believe possible until you 


will pay you more for the busi- 


give us an opportunity to show you what you can do under 
our agency agreement. 


* Automatic Increasing Remunerator Contract 


PLUS... 


PERSISTENCY BONUS, LIFETIME RENEWALS, FREE VACATION, INCENTIVE CON- 
TESTS, and PRODUCTION CLUBS. 


ALR. is available in Illinois, Michigan and Missouri. Write today in confidence for full 
details to Herbert Jensen, Agency Vice President. 


Bankers Mutual Ly sane 
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life insurance in force exceeds 
Life 
azn | $558,000,000.00 
Group 
Franchise 
Hospitalization 
Brokerage | PLUS: One of the most advanced agent's 
Reinsurance training programs in the nation... 
Supervised offices . . . Trained Group 
TS 





men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 


REPUBLIC NATIONAL LIFE 


Theo. P. Beasley, President 


INSURANCE COMPANY 


Home Office, Dallas 





Proposed Federal Group 


Stirs Varying Responses 


(CONTINUED FROM PAGE 1) 
is it any less right for a state, county, 
or city government to get the same 
treatment? Or a big corporation that 
has its own insurance department? 

The federal group furor seems likely 
to bring a reappraisal of the entire 
matter of paying group commissions 
on big cases. Under the insurance law 
in many states a commission has to be 
paid to a producer. In other states the 
usual practice, however, is to pay com- 
missions. In fact, departures from this 
practice have resulted in some bitter 
remarks at committee meetings of 
NALU in years past. 

Because big group cases are so com- 
plicated they are usually handled by 
a company’s group specialists. There 
are conspicuous exceptions but the 
general run of agents are not equipped 
to be more than bird-dogs when it 
comes to writing group business. 

Commissions are ordinarily pitched 
to reflect a bird-dog role, dropping off 
on a Sliding scale basis so as not to 
constitute any very large portion of a 
big-premium case. Sometimes there is 
no producer involved but since a com- 
mission has to be paid, the insured can 
pick anybody licensed or licensable to 
get this windfall. 

It is recognized that this sort of thing 
sometimes results in unwarranted en- 
richment but the general feeling in the 
business and in the insurance depart- 
ments is that it is better to have it 
that way than to risk undermining the 
agency system and the anti-rebate 
laws. There have been some objections, 
however, from union officials in con- 
nection with insured welfare plans. 


They say they can’t see why a welfare 
fund should be nicked for a commission 
that nobody earns. They are inclined 
to ask, “Who’s feather-bedding now?” 

It is precisely this latter point that 
makes the federal employes’ group 
commission matter such a thorny prob- 
lem, especially from a public relations 
standpoint. To demand a commission 
admittedly not earned could put the 
organized agency field forces in an ex. 
tremely bad light. It could easily be 
made to look like the unnecessary 
“firemen” that railway unions demand 
for diesel units or the advertisements 
set in type that are thrown away un- 
used so that printing from an electro- 
type will not lessen the amount of work 
for the compositors. 

There is also the practical problem, 
brought out by Mr. Fluegelman at New 
Orleans: Who would get the commis- 
sions? Nobody has yet come up with a 
fully satisfactory answer. 

Despite the divergence of opinion on 
the proper attitude toward the no- 
commission provision in the govern- 
ment plan, there is no real difference 
of viewpoint in NALU ranks on main- 
taining the inviolability of commis- 
sions. It is just a difference in think- 
ing as to where to draw the “stand or 
die” line. It is a hard choice to make, 

Some feel the line should be drawn 
at the perimeter. They would make no 
exception even for the United States 
government. Others feel that to try to 
defend such a far-flung line would 
not only invite defeat but in the long 
run bring about even more serious 
difficulties. 

Like the military problems in East 
Asia, it is something that nobody even 
thinks he has found a really satisfac- 
tory answer for, and the outlook for 
finding one seems pretty dim. 


























This We Believe 


@ Qualified underwriters are entitled to a 
modern compensation plan that places 
emphasis on training and underwriting 
skill. 


@ Underwriters of quality business should be 
adequately compensated. 
provides for payment of a bonus to our 
representatives who earn the National 
Quality Award. 


@ Our policyowners are entitled to continu- 
ous service, and our representatives are 
entitled to adequate compensation for per- 
forming this service. Our contract pro- 
vides an important and liberal lifetime fee 
for such service. For more information, 


Vice President In Charge of Agencies 


We have such a plan. 


Our contract 


Write: G. FRANK CLEMENT 








important reasons 
Pan-American Life Insurance Com- 


pany ; 
among the most successful in the 


field representatives are 


industry! 


INCLUDING: 
1. Group Life Insurance 
2. Group Hospitalization for 
Representative and Family 
3. Disability Benefits 
4. Pension Plans 


%& Advanced Training Procedure 


Including: Business Insurance 
Pension Trust 
Group Insurance 


¥% Modern & Unexcelled Sales 


Aids 


¥%& A Proven Direct Mail Plan 


Alt 


with no 
Expense to Representative 


For information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 


CRAWFORD H. ELLIS 
President 
EDWARD G. SIMMONS 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 


% A Modern and Liberal 


Compensation Contract 


PAN AMERICAN 


LIFE INSURANCE CO 





WEW ORLEANS, U.S.A. 
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Jllinois Assn. Backs Up 
NALU on U. S. Group Plan 


(CONTINUED FROM PAGE 2) 
prought out that this is an obligation 
many agents forget about when sales 
are going well. This is precisely the 
wrong attitude, Mr. Logan said. When 
an agent is doing a good business he is 
in the best position to obtain references 
to the types of persons who are likely 
to buy insurance. Because selling 
slumps generally are due to not calling 
on enough persons, the moderater sug- 
gested cold canvassing as a quick way 
to get back on the track. 

John J. Gill, assistant vice-president 
of Metropolitan, was a_ substitute 
speaker at the fellowship dinner honor- 
ing Mr. Chapman. Karl H. Kreder, 
Metropolitan vice-president, was un- 
able to attend because of the illness of 
his wife. Mr. Gill declared that ac- 
tivities outside of the agent’s work area 
is a short road to winning community 
prestige. In the long run, he said, time 
spent on activities that help others and 
the community will result in as much 
business as a similar amount spent in 
solicitation. 


Four speakers with highly inspira- 
tional messages made up the sales con- 
gress card. Earl Schwemm, Great-West 
Life manager at Chicago, was a last 
minute substitute for Edward W. 
O’Shaughnessy, associate manager of 
Equitable Society at Chicago, who was 
unable to speak because of an attack 
of laryngitis. Other speakers were 
Grant L. Hill, vice-president and di- 
rector of agencies of Northwestern Mu- 
tual Life; James E. Rutherford, vice- 
president in charge of Prudential’s mid- 
western head office, and Zenn Kauf- 
man, New York City merchandising 
consultant. The luncheon speaker was 
Lt.-Gov. John W. Chapman of Illinois. 

The country’s tremendous industrial 
growth over the past several years is 
a challenge to agents, according to Mr. 
Schwemm. Because the agent’s job is 
to fill needs, he must continually keep 
abreast of innovations that create new 
life insurance markets. While knowl- 
edge of insurance is important, there is 
more necessity to understand outside 
influences on people and on businesses 
so the agent can discern needs. 


Mr. Hill warned the agent who isn’t 

doing a good job today had better take 
stock of himself, as never before has 
there been as much spendable income 
in existence. Pointing this up, he said, 
is the result of informal survey con- 
ducted by one of the members of his 
agency department. After noting that 
within the space of a few minutes more 
than $600,000 of insurance was dis- 
pensed through an airport vending ma- 
chine, he began questioning the buyers. 
Nearly all were motivated by the fact 
they didn’t want to leave families in 
their present predicament if they died. 
This strikingly shows insurance need 
and the desire to buy, Mr. Hill stressed. 
Emphasizing that attitude is the 
“keystone to success”, Mr. Rutherford 
advised agents to forget the idea they 
are producing for their staff, the com- 
pany or district. “You are doing it for 
yourself and your family,” he said, 
adding this always should be kept in 
mind. 
Mr. Rutherford said agents can’t sell 
more insurance to a prospect until they 
“spend what he already has”. Demon- 
Strate that present coverage is “inade- 
quate” and get him to spell out again 
the reasons why he bought the insur- 
ance now owned. 





New Policy Loans 
Show 32% Rise 


New policy loans made by life com- 
panies in the first quarter of 1954, 
totaling $178 million, were up 32%, 
according to the Institute of Life In- 
surance. However, old policy loans 
were paid off in large volume so that 
loans outstanding March 31 were $2,- 
956,000,000, up only $62 million or 
2.15%. Life companies made available 
$1,448,000,000 of new capital in the 
first quarter. This is at an annual rate 
of nearly $5,800,000,000, as against 
$5,167,000,000. Total new investments, 
including new capital and also funds 
from maturities, replacements and 
sales, were $3,654,000,000, compared 
with $3,312,000,000. 





Lincoln National Promotes 
J. D. Frank, John Phelps 


Joseph D. Frank, vice-president and 
general counsel of Lincoln National 
Life, has been named a director and 
John Phelps, assistant vice-president, 
has been promoted to 2nd vice-presi- 
dent. 

Vice-president and general counsel 
for three years, Mr. Frank also has 


w 





Joseph D. Frank 


John Phelps 


served the company as assistant gen- 
eral counsel, associate general counsel 
and 2nd vice-president since joining it 
in 1930. 

Mr. Phelps joined Lincoln National 
in 1938 in the underwriting depart- 
ment, transferring nine years later to 
the reinsurance department. He is an 
air force veteran and a fellow of So- 
ciety of Actuaries. 





Furedy Now VP, Director 


of Beneficial Standard 


John P. Furedy, director of agencies 
of Beneficial Standard Life, has been 
promoted to vice-president and elected 
to the board. He also is vice-president 
of Beneficial Fire & Casualty. 

Before going with the company in 
1949, Mr. Furedy was with Pacific Mu- 
tual Life as director of agencies. 





McClintock to Head A&H 


Unit of American United 


T. T. McClintock, executive assistant 
of Fidelity H.&A. Mutual of Michigan 
who has been in charge of the life de- 
partment, has resigned to become head 
of the new A&H division of American 
United Life of Indianapolis. 

Mr. McClintock has been with Fidel- 
ity for eight years. The directors and 
officers of Fidelity have expressed 
their regret at his departure. 





Orput New President 


of Oregon Life Managers 

Gordon D. Orput, New England Mu- 
tual Life, was elected president of Or- 
egon Life Managers’ Assn. at a meet- 
ing at Portland. Harold H. Goldback is 
vice-president and George W. Ormsby, 
secretary. 






Not Yet 50, 
BUT NOW OVER 
$4.5 BILLIONS 










THAT’S THE Occidental story. 
We won't celebrate our SOth anniversary 
until 1956. But Occidental field men and 
women in 1953 produced more than one 
billion dollars of new paid business for the 
first time in any year. That pushed business 
in force above $4.5 billions. 













And this March, Occidental’s written 
ordinary passed $75,000,000 for another 
new record. 











We ask no better proof that insurance 
buyers—and agents—believe in Occidental’s 
institutional pledge of “More Peace of Mind 
Per Premium Dollar.” 





“A Star in the West...” => 






HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


**WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO?’ 














One of America's Leading 
Fraternal Life Insurance Societies 





The Aid Association furnishes up-to-date sales kits, numerous 
promotional items, and modern plans of insurance to assist its field 
men in their selling efforts. New representatives attend Home Office 
indoctrination schools, and are further trained by their general 


agents, and through Home Office correspondence courses. 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 
Home Office: Appleton, Wisconsin 
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Continuing Benefits 
on Retired Employes 
Can Be Quite Costly 


Continuing benefits on retired em- 
ployes can be one of the most costly 
features of a group plan and should be 
carefully considered by management 
before a definite commitment is made, 
D. C. Buell, 3rd vice-president of Met- 
ropolitan Life, told the insurance sec- 
tion of American Management Assn. 
at its meeting in New York. 

Continuation of some part of group 
retirement has been relatively common 
practice for many years, he said, but 
it is a comparatively recent develop- 
ment to continue group disability bene- 
fits. 

Many employers do not realize how 
costly such a practice can be, perhaps 
because the true ultimate costs are 
not actually met for as long as 20 to 
25 years after a plan is adopted. He 
urged business to explore the ultimate 
costs carefuly to avoid passing pro- 
hibitive costs on to a succeeding man- 
agement. 

Recently Metropolitan Life issued a 
contract covering some 4,000 employes 
under a group life plan providing in- 
surance of one year’s salary with a 
maximum of $20,000. Projection of the 
cost of continuing the full amount of 
insurance after retirement showed a 
first year claim cost of $2,600, a 10th 
year claim cost of $71,000, and a 20th 
year claim cost of $145,000, compared 
to a 20th year claim cost for active em- 
ployes of $85,000. If the amount con- 
tinued were a flat $1,000 for all em- 
ployes, the claim cost in the 20th year 
would be $37,000. 


While disability experience does not 
lend itself so readily to estimating 
future costs for retired employes, all 
the evidence shows a much higher cost 
after retirement than for active em- 
ployes, Mr. Buell reported. For hos- 
pital expense insurance, the claim costs 
for retired employes are from 3 to 4 
times those for active workers; for 
surgical operation insurance, 1% to 2 
times as much. Estimates of the cost of 
continuing one large policyholder’s 
hospital and surgical benefits on a 
somewhat limited basis showed that 
within 10 years 20% of the total 
amount paid in benefits would go to 
retired workers. 

It is generally established practice to 
reduce the amount of group life at 
retirement. Abrupt reduction at re- 
tirement to a predetermined amount 
has the advantage of administrative 
simplicity but represents a radical 
change in an employe’s estate. Gradu- 
al reduction over a period of years to 
a pre-established figure is usually 
more acceptable to employes. Some 
companies couple the reduction method 
with a formula based on length of 
service. Regardless of the type of form- 
ula, more and more companies are 
adopting the practice of having reduc- 
tions begin at normal rather than ac- 
tual date of retirement. This removes 
any insurance incentive for employes 
to resist retirement. 

The most common way of limiting 
disability benefits after retirement, he 
said, is the one-shot plan by which a 
maximum benefit is set for each type 
of disability—hospital room and board, 
special hospital services, and surgical 
operations. A simplification of this ap- 
proach is to establish an over-all dol- 
lar limit for benefits after retirement. 
In either case experience can be 
watched and the maximum can be 
raised at a later date if feasible. This 


is much more desirable than starting 
out on too liberal a basis and reduc- 
ing the benefits if the financial ex- 
perience is unfavorable. 

A third but much more expensive 
approach is to limit the benefits pay- 
able during any 12 months’ period to 
the maximum provided under each 
coverage. Another possible method is 
the introduction of a deductible of a 
stated amount. This element of coin- 
surance would not only eliminate small 
claims and reduce all claims by the 
deductible amount but should act as 
a deterrent against hospital admissions 
for minor disabilities. 

Tax regulations make it difficult to 
fund these benefits from current in- 
come. Purchase with a single premium 
of a paid-up death benefit has the ad- 
vantage of paying the cost of the 
benefit while the employe is still on 
the payroll, but the premium is con- 
sidered income to the employe in the 
year in which the benefit is purchased. 
Some companies use a combination of 
decreasing group term insurance and 
units of single premium insurance un- 
der which the employer pays for the 
term insurance and the employe con- 
tributions go toward paid-up insur- 
ance. This is disadvantageous to an 
employe who enters the plan at a rel- 
atively advanced age. 

Group level premium insurance paid 
up at age 65 is deductible as a business 
expense. As taxable income to the em- 
ploye, it at least is spread over a 
period of years. However, this ap- 
proach is usually applicable only to 
supervisors and executives because of 
cost. Some employers have worked out 
with their insurers procedures where- 
by appropriate reserves are set aside 
to help provide for continuing life and 
disability coverages. 

Even though a benefit plan is con- 
tributory for active employes, Metro- 
politan Life recommends that the en- 
tire cost of coverage for retired em- 
ployes be borne by the employer, he 
said. If the employe is making no con- 
tribution, the reduction in benefits is 
more palatable to him. There are ad- 
ministrative difficulties in collecting 
contributions from retired employes. 
In any event, while the employe con- 
tributions would represent only a small 
part of the actual cost of term insur- 
ance at the ages involved, they might 
represent a significant part of the em- 
ploye’s retirement income. 


Bingham Named to Post 


with Purdue Institute 


Eugene B. Bingham of the O’Hair 
agency at Charlotte, N. C., has been 
appointed assistant director of the 
marketing institute at Purdue Univer- 
sity to replace Russell Logan, who is 
establishing an agency at Bloomington, 
Ill., for Ohio State Life. 

Mr. Bingham, a navy veteran of 
World War II and the Korean conflict, 
was with the O’Hair agency for 18 
months and had been with Procter 
& Gamble at Chicago. 





Elect Temple President 


Springfield (Mass.) CLU chapter at 
its annual meeting elected Donald E. 
Temple, Equitable Society, president. 
Robert H. Morris, Union Central Life, 
was named vice-president; S. Alberta 
Stutsman, Massachusetts Mutual, treas- 
urer, and M. Clayton Kaiser, John 
Hancock Mutual, secretary. 

Speaker was Harry Krueger, general 
agent of Northwestern Mutual at New 
York City. 





Luce Colonial Life Director 

Colonial Life has elected Donald C. 
Luce, president of Public Service Elec- 
tric & Gas Co. of New Jersey, to its 
board. 





Late News 





Bulletins... 








(CONTINUED FROM PAGE 1) 


said he contemplates an extensive investigation. His subcommittee will employ 
a staff, including a director, actuary, and investigators. 


A&H Ethics Code for Memphis 


A committee of Memphis insurance producers has been named to draft a 
suggested code of ethics governing advertising and sales practices in A&H and 
hospitalization, following a meeting at the Memphis Better Business Bureau, 
Objective is to help curb a few A&H insurers from making what the BBB calls 
exaggerated claims that mislead policyholders. The BBB there has received 
hundreds of inquiries and many complaints in recent weeks. 

The committee consists of Thomas E. Welsh, president of Insurors of 
Memphis, the local agency organization; Merrill Garcelon, Northwestern Mu- 
tual Life, president of Memphis Life Underwriters Assn., and A. W. Heuertz, 
Tennessee manager of Mutual of Omaha. The code will be presented to insurers 
operating in Memphis for approval and will be distributed to newspapers and 
radio and TV stations to guide them in considering advertising offered by such 
insurers. The committee will serve as an advisory body to BBB on insurance 


complaints. 








Chicago CLUs Name New 


Officers at Annual Meet 


Oliver R. Aspegren, Jr., of Ohio Na- 
tional was elected president of Chicago 
CLU chapter at the annual meeting to 
succeed Robert K. Schott, Phoenix Mu- 
tual Life. Llewellyn G. Owens, Equi- 
table Society, was named vice-presi- 
dent; Earle S. Rappaport, Pacific Mu- 
tual, treasurer, and Robert J. Murphy 
Prudential, secretary. 

William T. Earls, Mutual Benefit 
Life, Cincinnati, former chairman of 
the Million Dollar Round Table, spoke 
to the members on “Our National Pro- 
fessional Society.” 

In a run-down of chapter activities 
in the past year, it was pointed out that 
the new candidate committee under 
the chairmanship of Mr. Murphy was 
responsible for stimulating interest and 
increasing enrollment in CLU classes 
at Northwestern university, producing 
a total of 111 as against 83 last year 
and 75 the year previous. Also coming 
in for congratulations was the journal 
reprint committee under Melvin D. 
Skinner, Equitable Society, which dis- 
tributed some 1,200 reprints of ar- 
ticles published in the CLU Journal 
to attorneys, accountants and trust of- 
ficers. 

The annual CLU institute will be 
held at the University of Wisconsin for 
three weeks from July 26 through Aug. 
13, with the election given of attend- 
ing from one to all three weeks. Co- 
chairmen of the institute committee are 
Henry L. Maltenfort, Northwestern 
Mutual, and Robert F. Ober, Berkshire 
Life. 

On June 2 the chapter will meet at 
the Tally-Ho in nearby Evanston for 
cocktails and dinner and then will at- 
tend the Showcase Theater there. 


Mortgage Cover Rates 
Cut by Franklin Life 


Franklin Life has lowered rates for 
its mortgage liquidation riders, issued 
for periods of 10, 15, 20 and 25 years. 

The company also has added a num- 
ber of home protection policies, which 
provide for income payable from 
death to the end of a designated pe- 
riod. These are issues for periods of 
15, 20, 25, 30, 35, 40 and 45 years, with 
premiums payable for five less years 
in each case. 


Coastal Plain Splits Stock 


Coastal Plain Life of Rocky Mount, 
N. C., has received approval of the 
state insurance department to increase 
capital stock from $250,000 to $500,000 
and reduce par value of its common 
stock from $25 to $5 through a five- 
for-one stock split. The company has 
authorized issuance of 10,000 new 
shares of stock at not less than $30 a 
share. The company’s activities are 
confined to North Carolina. 


Pa. Assn. Outlines SS 


Stand to Congressmen 


A more realistic approach to the 
social security act was urged by rep- 
resentatives of the Pennsylvania Life 
Underwriters Assn. at a reception and 
dinner in Washington for the Pennsyl- 
vania delegation in Congress. Speak- 
ers were U. S. Senator Edward Mar- 
tin, A. J. Halloran, Williamsport, pres- 
ident of the Pennsylvania association, 
and Albert C. Adams, Philadelphia, 
chairman of the NALU social security 
committee. 

Senator Martin urged that the social 
security program be placed on a sound 
financial footing. Mr. Halloran out- 
lined the position of the Pennsyl- 
vania association, opposing a level of 
benefits that would invade the role of 
life insurance. His talk followed the 
general lines of the NALU position 
presented to Congress recently by Mr. 
Adams. 





Waiver Rate Lowered 


by Connecticut General 


Connecticut General has introduced 
a new schedule of extras for waiver of 
premium disability on new business. A 
brief comparison with prior extras are 
shown below: 


20 Payment Life 

Ins. to 65 (Male) 
Old New Old New 
46 25 84 


Ordinary Life 
Age Old New 


25 59 36 46 
35 -95 56 78 39 = =—«1.51 77 
45 1.78 1.20 1.90 1.17 3.22 1.86 
55 3.94 3.43 4.35 352 886 6.84 


The new extras for women are cal- 
culated on the basis of a 50% increase 
over the rate for a comparable benefit 
for men instead of being double that 
rate as heretofore. In addition to the 
change in rates, women eligible for 
waiver of premium will be granted the 
same benefits as granted to men. The 
coverage will run to age 60 instead of 
age 55, and it will not terminate at 
marriage. 





Mueller Joins Equitable, Ia. 


Equitable Life of Iowa has appointed 
Arthur E. Mueller general agent for a 
new agency at Appleton, Wis. 

Starting in the business at Milwau- 
kee with Equitable Society, Mr. Muel- 
ler in 1948 was transferred to Moline, 
Ill. as district manager. He returned to 
Milwaukee and to personal production 
last year. 





Elect Miller at Columbus 


_ Victor K. Miller, Connecticut Mutual, 

is the new president of Columbus, (O.) 

Life Managers & General Agents Assn. 

succeeds Burton C. Holmes, Aetna 
ife. 

The new vice-president is Kenneth 
V. Fargo, Lincoln National, and John 
V. Johnson, Mutual Benefit Life, is 
secretary. 
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TIME IS CANCER’S GREATEST ALLY... 


LL TOO OFTEN, a person who notices a 
A symptom that could mean cancer de- 
lays seeing his doctor. In so doing, he allows 
cancer’s greatest ally .. . time. . . to reduce 
the chances for cure or control. 


You can easily see why time favors cancer 
when you consider the nature of this disease. 
It usually develops in just one place and as 
long as it remains localized, complete cure 
is possible by surgery, X-ray, radium and 
certain other radioactive substances. 

If treatment is delayed, however, cancer 
can spread to many parts of the body and 
become incurable. This is why early detec- 
tion of cancer is so important. While pain is 
not usually an early symptom of cancer, 
there are certain symptoms by which the 
commonest kinds of cancer can be diagnosed 
early. These warning signs are: 


1. Any sore that does not heal. 


in] 


. A lump or thickening in the breast or 
elsewhere. 


3. Unusual bleeding or discharge. 


> 


. Any change in a wart or mole. 


. Persistent indigestion or difficulty in 
swallowing. 


a 


6. Persistent hoarseness or cough. 
7. Any change in normal bowel habits. 


These danger signals do not mean that a 
person necessarily has cancer. Indeed, many 
people who suspect they have the disease 
find, upon examination, that they do not 
have cancer. However, the danger signals 
do indicate that something is wrong, which 
you should have checked by your doctor. 


Being on the alert for cancer’s warning 
signs is your responsibility in the drive for 


early cancer detection. In fact, the American 
Cancer Society has estimated that early can- 
cer treatment saves the lives of 70,000 people 
in our country each year—and another 
70,000 could be saved if more people were 
aware of the danger signals of cancer. 


Unfortunately, cancer often develops si- 
lently without noticeable symptoms. Here 
too, there is a safeguard—periodic medical! 
examinations. These are particularly impor- 
tant for all men and women who have 
reached the ages of 40 and 35 respectively. 
The value of these examinations is under- 
scored by the fact that half of all cancers 
occur in body sites that the doctor can 
readily examine. 

You can deprive cancer of its greatest ally 
simply by acting promptly, should any of its 
warnings occur. 
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This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 
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WESTERN AND SOUTHERN 
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In Affording the Public the 
Opportunity of Financial 
Independence and Life Time 
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